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WANTS CONTROL OF 
COLUMBIAN NATIONAL 


Former President John G. Ewing 
Writes Letter to Stockholders 
Asking for Proxies 








ATTACKS GEN. AGENCY SYSTEM 





Says That Company Can Economize by 
Returning to Former Under- 
writing Policy 





John G. Ewing, of Detroit, former 
piesident of the Columbian National 
Fire Insurance Company, which office 
he resigned on April 10 last, is seek- 
ing to oust the present officers of the 
Company, including T. A. Lawler of 
Lansing, Michigan, president, and H. P. 
Crr of Detroit, secretary and general 
manager. 

He has written a long letter to stock- 
helders and the entire friction will be 
thrashed out at a meeting this month. 
In his letter Mr. Ewing asked that he 
be entrusted with proxies. It is Mr. 
Ewing’s idea that-there should be more 
practical insurance men among the offi- 
cers. He also thinks the Company can 
be run with greater economy. 


Discusses General Agencies 


On October 11 Managing Underwriter 
Edward Bliven had his contract sus- 
pended. He brought suit against the 
Company under his contract. The pres- 
ent managing underwriter of the Com- 
peny also discharged Messrs. Barber 
aud Rimington, special agents of the 
Company. 

Mr. Ewing says in his letter to stock- 
holders: “It has been stated that the 
policy to be pursued is to discharge all 
special agents and secure the premium 
income through general agencies.” Mr. 
Ewing criticises this policy, saying that 
while it may double the premium in- 
come, it may also increase the loss 
ratio. He cites the appointment of one 
general agent with a contract covering 
three States, the cost of which approx- 
imates 35 per cent. He says that sala- 
ries and expenses of a special agent 
who covered these States in 1914 was 
$5,681, being 6.5 per cent. of the premi- 
ums. This added to the local agent’s 
commission would make the cost less 
than 30 per cent. for 1914, as against 
the expected cost of 35 per cent. Mr. 
Ewing says that Mr. Lawler was made 
general counsel of the Company at a 
salary of $2,000 at his suggestion. Until 
then he was not a stockholder. He 
then purchased from some stockholder 
two shares. “At the solicitation of cer- 
tain directors and with the express 
statement that as soon as he could ob- 
tinin some one to take his place he 


(Continued on page 16.) 
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“Che largest fire insurance company in'',America’ 
ELBRIDGE G. SNOW, President 
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Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE 
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More Than $100,000,000 


BUSINESS IN FORCE DECEMBER 31, 1915 
OUR AGENTS MADE GOOD 


YOU 
CAN MAKE GOOD TOO IF YOU 
REPRESENT THE 
EQUITABLE LIFE 


OF IOWA 


Address J, C. CUMMINS, President 
DES MOINES, IOWA 
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NORTHWEST?’N MUTUAL 
AGENTS MEET HERE 


Convention of Middle Atlantic and New 
England State Agencies Held 
This Week 








PAPERS OF INTEREST TO AGENTS 





Company Not Writing War Munition 
Plant Workmen—A Novel Sug- 
gestion by M. H. O. Williams 





More than three hundred representa- 
tives of Middle Atlantic States and 
New England State Agencies of the 
Northwestern Mutual Life came to New 
York on Monday and Tuesday of this 
week to attend a joint convention. On 
Monday night there was a banquet at 
the Hotel Breslin, addressed by Super- 
intendent of Agencies H. F. Norris and 
others, including John I. D. Bristol, 
New York City, general agent, who 
read his famous composition “Dot 
Schmall Vite Laimb Vot Mary Had.” 

Mr. Bristol, who was so overcome by 
receiving a loving cup from local 
agents and an attack of grippe that 
he had to remain at home for two 
weeks, appeared at the opening session 
as chairman, taking the place of Flavel 
L. Wright, of Harrisburg, once an auc- 
tioneer, who has also been ill and who 
lost his voice temporarily. Among 
others present were six of the North- 
western Mutual Life’s Greater New 
York fleet of star producers, including 
Herman Duval, who wrote $700,000 in 
1914; Theodore Peyser, who wrote 
$650,000; August Rosenberg, Herman 
Brandt, Rudolph Recht and Robert R. 
Reid; W. Tolar Nolley, of Baltimore, 
who had a $400,000 year; Charles T. 
Brockway, of “yracuse, who has been 
with the Northwestern since 1872, and 
who gets out one of the best general 
agency periodicals; F. A. Griswold, who 
has worked production wonders in Con- 
necticut; Henry Phillips, also of Syra- 
cuse; Ray G. Lewis, of Gloversville, 
and Charles Fielder, of Buffalo. 


Williams Answers Questions 

A large part of the first day’s session 
was taken up by M. H. O. Williams, 
second assistant superintendent of 
agencies, who made an unusually inter- 
esting analysis of the poiicy contract 
and who later answered a hundred 
questions put to him by the agents. 

Mr. Williams took the position that 
an agent should so understand his 
business that there is no question 
which can be asked him by a prospect 
which he cannot answer. He said that 
the agent who does not know his pol- 
icy and its clauses and who starts 
reading a policy in front of the pros- 
pect in order to answer a question loses 
the prospect’s confidence and business. 
He said that an agent should never 
apologize for a position taken by the 
company, even if the position may seem 
to be unpopular for the moment. He 
should defend the company’s action 
even if it seems less liberal than some 
ether company’s action. The main 
point is that there is good reason for 
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every provision, every clause, every pressure, saying that it was a mistake —— = 
restriction, and that the person to to think that these blood pressure tests 
guard is the persistent policyholder. were inaccurate as some agénts claim- e 
The agent should always have the ed.. He said that high blood pressure Eighth Annual Statement 
other man on the defensive; he should cases had shown a mortality very 


be the aggressor. 
A Dividend Suggestion 


Agents frequently ask a company 
fcr its advice as to what to suggest to 
the insured in the matter of handling 
dividends, whether they should be 
taken from the company, whether they 
should be used to reduce future premi- 
ums, whether they should purchase 
more insurance. The suggestion was 
made by Mr. Williams that in the ori- 
ginal selling of the insurance the 
agent. point out that the dividend can 
buy additional insurance and that this 
additional insurance should be taken 
oui. when the risk is originally written, 
the dividend being anticipated. In other 
words, that instead of buying $1,000 in- 
surance the insured buy $1,200 insur- 
aice, the extra $200 being covered by 
the dividend. He made an argument 
for insurance in odd multiples of $100, 
saying that agents could without much 
effort sell insurance for $1,200 or $1,- 
300, or $1,800 or $1,900 instead of the 
customary thousand or fifteen hundred 
or two thousand. The extra $200, 
which could be provided by the divi- 
cend, would pay for the funeral bene- 
fit. There are numerous expenses fol- 
lowing death, which deduct from the 
nef amount which the beneficiary will 
receive, and there is no reason why the 
insured should not see that the bene- 
ficiary gets $1,000 net. 

Another point emphasized by Mr. 
Williams was that the _ beneficiary 
should be named in the policy, instead 
of making the policy payable to “the es- 
tate.” He told of the complications 
which follow in view of tax laws and 
other burdens which sometimes keep 
“an estate” from collecting the claim 
for months. If a specific beneficiary 
is named this trouble is not experi- 
enced. 

Another point made by Mr. Williams 
related to the necessity of the agent 
uring every care in guarding against 
fraud because after the claim is paid 
or the policy is incontestable, evidences 
of fraud are worthless. 

During the session there was consid- 
erable discussion of the question 
whether a widow or other beneficiary 
cculd collect part of the insurance in 
the case of an income policy. In other 
words, if a man left his widow $10,000 
insurance, which fund he wanted to re- 
main with the company, she to have the 
income, whether she could collect sev- 
eral thousand dollars of it, leaving the 
balance of the fund with the company. 
li was Mr. Williams’ judgment that she 
could not. During his talk he several 
times emphasized the point that a life 
insurance company is not a trust com- 
peny or a bank, but must consider sole- 
ly the interest of the beneficiary. 


Cheer Dr. Fisher 


Dr. J. W. Fisher, medical director of 
the Company, answered questions rela- 
tive to medical selection. When he 
made his appearance on the platform, 
introduced by Chairman Thomas L. 
‘ansler, of Philadelphia, as “the nestor 
nf all the medical directors,” the agents 
stood up, cheered and waved handker- 
chiefs at him. 

He discussed the question of blood 


much in excess of the normal mortal- 
ity, and that figures of the Prudential, 
Mutual Benefit and Northwestern Mu- 
teal Life corresponded in proving this 
high mortality, being almwst identical. 
He said the time was coming when all 
companies will regard blood pressure 
as of greatest value. 

Some of the _ interesting 
made by Dr. Fisher follow: 

The Company does not write men in 
munition plants even though their du- 
t:es be not dangerous. Their work may 
not be dangerous to-day, but there is no 
teiling what the work will be _ to- 
morrow. 

In cases formerly tubercular the risk 
cannot be accepted until the full his- 
tory of the case is known, present oc- 
cupation, habits, temperament, etc., 
and at least ten years should elapse 
since reported cured. 

The Company does not insure wo- 
men, having stopped in 1876. Whether 
it is desirable to insure certain classes 
of women, such as wage-earners, he 
did not want to state at this time. 

A man thirty years old, whose father 
aud mother had died of cancer, would 
not necessarily be declined. 

Herman Brandt, who has the mini- 
mum of rejected cases, and who ig at- 
tached to the Bristol agency, told how 
he did it. He says he has few rejec- 
ticns because he does his own reject- 
ing. He makes a point always to find 
out all there is to know about an ap- 
plicant’s health, past and present, and 
is particularly successful in learning 
whether he has been examined before 
and what were the results of the ex- 
amination. He cautioned agents 
against “trying to put something over 
on the medical department.” “It can’t 
be done,” he said. He told of one agent 
who complained because $450,000 of 
business had been declined during the 
year. “His own fault,” was Mr. 
Drandt’s summing up. 

Charles W. Scovel, of Pittsburgh, 
was the last speaker on Monday after- 
noon. He compared the insurance com- 
peny with the trust company, showing 
how the former had the advantage. 

A Definition of Reserve 


During the day F. L. Wright’s defini- 
tion of reserve was read and commend- 


answers 


ed as an excellent example of sim- 
plicity: 
“Reserve. It is sometimes difficult 


fcr the layman to understand why a 
company should have such sums in re- 
serve. The uninformed profess to be- 
lieve that it is the result of a rate high- 
er than necessary. I have found the 
following explanation a good working 
argument: 

“When you apply for insurance you 
are younger than you will ever be 
again. Each time the clock ticks you 
depreciate as a risk and we lay, up a re- 
serve which is the ‘dollars-and-cents’ 
equivalent of the depreciation. You 
niay have the reserve if you surrender 
your policy when you receive an exact 


scientific price for the ravages of 
time.” 

President Markham Ill 
Despite the absence of President 


Markham, detained in Milwaukee by ill- 
(Continued on page 6.) 


Continental Life Insurance Company 
WILMINGTON, DEL. 


December 31, 1915 


























EARNINGS 
Admitted Surplus at the close of 1914................ $ 376,066 73 
Premium on Stock issued in 1915...........eeeeeee- 105,980 00 
Net Earnings for 1915 after payment of Policy Dividends 68,162 82 
Ei Bae i Se Shark sw lenaisid) 44 Bale ava eae Oa eA $ 550,209 55 
Dividends paid Stockholders............000c0ceeeues 56,579 40 
Admitted Surplus as per Statement below......... $ 493,630 15 
ASSETS 
First Mortgages on Real Estate...............002c00. $1,167,541 68 
Bonds at Market Value..............ccccccccccces 210,832 23 
OE Ae SEE eee eee ee eee 111,532 98 
Policy Liens within the Reserve................+005: 151,657 45 
NER ie cin oe kia tote Mave dah aN iia a a enane dig Mtane $1,641,564 34 
LIABILITIES 

Aa ene ee ee eee $ 719,142 69 
PUNOOOWE OU TOMOR EC. oie6 ic 68 0 6564660046 b ee Heme 32,001 50 
WOR Mes POLICY LIABALIVIES. 266 i cisrcsddces $ 751,144 19 

ee rn eer ee $396,790 00 

PGMS SMPBIES oo occ i cc cessissees 493,630 15 
ASSETS IN EXCESS OF POLICY LIABILITIES.... 890,420 15 
NN afi Rida woh ee oa Ee RAN Oa. Sco oe ewialeal re Rawr $1,641,564 34 

Progress in Last Five Years 

Year Income Assets Insurance 

OD iin Vwi sis awe Pai 03 $136,026 $ 237,307 $ 4,762,526 
| 1915 ee er ee 602,536 1,641,564 14,996,097 





Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, June 28, 1915 

“It is noteworthy that this Company was organized without any promotion expenses. ”’ 

‘I beg to report further that I find the Company in excellent financial condition.” 

“The volume of its business has steadily increased, its surplus is growing rapidly and 


its funds are being carefully conserved under expert supervision.”’ 


Home Office, DALLAS, TEXAS 














Solicitors are like gizzards, no good without grit. 


How many times have you promised yourself to cut loose from your present environ- 


ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you Jack grit to make the first step, don’t you? Ambition is the main- 


spring of success, but a mainspring has no force unless you wind it up. Grit is the key 


ith which you can do the winding. Jf you 


have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 


the sun shines every day; where the roses bloom perpetually ; where frosts are few and a fre« 
good position in a state where only eleven companies wrote as much as a million each last year; where 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Compan 
That will mean promotion as rapidly as you are entitled to | 


mean the realization of all your dreams. 
The president of this Company is W. T. Crawrorp; Vice-President 


individuality at its full value. 


ze almost unknown. You can secure a 
a competitor does not lurk 
ake a change and a reasonable 
', of. Shreveport, Louisiana, that will 
nd the capitalization of your 
ud General Manager, Tomas P. 


If you have the grit to: 


Luoyp, M. D.; Superintendent of Agencies, W. M. Lrnpsky, all of Shreveport, La. 
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[_ VANDERLIP APPLIES FOR $600,000 








ALREADY CARRIES 
$450,000 INSURANCE 


President of National City Bank One of 
Most Influential Financiers 
in Country 


Frank A. Vanderlip, president of one 
of the most important banks in Amer- 
ica, the National City, a financial insti- 
tution which employs many hundreds of 
micn, has made application for $600,000 


Lyman J. Gage, who took him to Wash- 
irgton when he became Secretary of 
the Treasury in the McKinley Cabinet. 
Later, he was made Assistant Secretary 
of the Treasury. The National City Bank 
secured his services, his first position 
being in charge of the foreign depart- 
ment, and next he became vice-presi- 
dent. When James Stillman retired he 
was elected president. He is the guid- 
ing spirit in the new $50,000,000 com- 
pany to develop trade in the Orient. 


His keen insight into affairs of big 





lite insurance. It is understood that Mr. 
Vanderlip already carries $450,000, and 
is convinced that he should have at 
least a million dollars protection. The 
$600,000 will b: distributed among vari- 
ous companies, some of which carry 
$100,000. 

Mr. Vanderlip began his career as a 
Nowspaper man in Chicago, becoming 
financial editor of the Chicago Tribune. 
From there he went with The Econo- 
mist, a financial paper, as editor, and 
his inside knowledge of big affairs 
brought him a wide reputation. 

Became Asst. Secretary of the Treasury 

His writing attracted the attention of 


me 





FRANK A. VANDERLIP 





{Courtesy of The Financier] 


moment led him to study life insurance, 
and he was quick to grasp the import- 
ance and necessity of protection. 
CHANGES IN BUILDING 
The Columbian National Life of Bos- 
ton is effecting some radical changes 
in its home office building. The home 
cffice general agency -conducted by 
Tranklin W. Ganse, and the home office 
accident and health general agency 
conducted by Leroy A. Greene, will be 
transferred to the ground floor from 
one of the upper floors, giving them 
most attractive quarters on the Arch 
street side of the building. 





MAY ELECT FRED A. HOWLAND 


BEGAN 





IN LEGAL DEPARTMENT 





Some Interesting Sidelights on Late 
President of National Life 


of Vermont 





General agents of the National Life 
of Vermont express the opinion that 
Fred A. Howland, now first vice-presi- 


dent and counsel of the National Life 
of Vermont, will be elected president 
of that Company to succeed the late 
Joseph A. DeBoer. Mr. Howland has 
been with the Company for years, start- 
ing with the Company in the legal de- 
partment, and his reputation as an un- 
usually capable insurance man and a 
lawyer is widespread. For some years 
he was secretary of State and Insur- 
ance Commissioner of Vermont. He 
has the confidence and esteem of the 
field force. 

A great many interesting stories 
about the late Joseph A. DeBoer were 
told this week. His brilliant career was 
all the more remarkable when it is 
known that his step-father was a black- 
smith and wanted him to follow that 
trade, rather frowning upon the teme- 
rity of his step-son in wanting to be a 
scholar. So his rise in the world was 
all by his own efforts. He had mas- 
tered the art of inspiring those around 
him, and he brought out the best there 
was in men by his kindly advice and 
sympathetic interest. The medical di- 
rector of the Company, Dr. Bisbee, said 
that during his tenure of u*ice Mr. De 
Boer had never tried ww interfere with 
bis department, but that time after time 
ke went to the head of the Company 
to ask his advice about some medical 
problem. Invariably the advice turned 
out to be correct. This clear thinking 
was invaluable in every branch of the 
business. By his intimates he was usu- 
ally called “Professor.” 


How He Became Actuary 


It was while spending his summer 
vacation in a tent camp at Groton 
pend that Mr. DeBoer received the of- 
fer of the position of actuary of the Na- 
tional Life, and it is said his accept- 
ance of the position was written with a 
lead pencil on camp stationery. The 
decision was not reached without care- 
ful consideration by the Professor, who 
took into his council his boy friends 
then spending their vacation with him, 
none of whom had a very clear idea 
of just what the duties of an actuary 
really were. The National Life was 
looking for an actuary, and it had been 
suggested that a man should be engag- 
ed from one of the large companies. 
General Pitkin, who had recommended 
Mr.. DeBoer as principal of the Mont- 
pelier High School, proved a friend of 
young DeBaer. He told the directors 
that it was his opinion that they had 
just the man they required in Mont- 
pelier and he mentioned DeBoer’s 
name. He suggested that they engage 
him and send him to New York to 
study the systems used in the metropol- 


itan insurance offices. The suggestion 
of Gen. Pitkin, who was a powerful ad- 
voecate of the young schoolmaster, was - 
adopted and Mr. DeBoer began his du- 
ties on October 1, 1889. He was sent 
to New York where he studied under 
the best insurance masters. Not satis- 
fied with what he learned there he read 
everything he could:find anywhere that 
related to insurance and economics in 
general. 

His work in this connection was so 
beneficial to the National Life that its 
business began to expand from that 
time on and the firm basis on which it 
became established caused it to move 
with confidence in the future. Mr. De 
Boer was secretary in 1897, then 2nd 
and ist vice-presidents and president 
since 1902. The presidents of the Com- 
pany have been Dr. Julius Y. Dewey, 
Charles Dewey, James C, Houghton and 
Mr. DeBoer. George Briggs, elected 
director in 1899, is the only member 
alive on the board of directors, who 
was there when Mr. DeBoer became 
connected with the Company. 


His Political Career 


Mr. DeBoer had written a great deal 
on insurance matters and local histo 
rical subjects as well as having been 
in demand as a public speaker. His 
political career began as a member of 
the State senate in 1900 and of the 
house in 1908, declining a renomination 
in 1910 when he was suggested for 
speaker. He was chairman of the Re- 
publican State convention in 1904 when 
Beli was nominated. In 1912 he con- 
tested with Allen M, Fletcher in the 
Kepublican primaries and was defeated 
at the State convention 440 to 150. In 
that contest he absolutely refused to 
follow the tactics that had been in 
vogue in the past, and waged a cam- 
paign that was on a higher level than 
any conducted for years. 

The Progressive wing of the party 
which was ready to support DeBoer, 
refused to support the Republican tick- 
et and nominated a separate ticket and 
waged a campaign that threw the elec- 


tion into the general assembly. It was 
generally conceded that had Mr. De 
Bcer been a well man he would have 


been unopposed this year in the Repub- 
lican State convention, the nomination 
being equivalent to an election 

The last public address made by Mr. 
DeBoer was at a public hearing before 
the educational committee during the 
legislature last March, when he took 
issue with the findings of the commis- 
sion on several material points and op- 
pesed the elimination of subsidies to 
the colleges. Soon afterward he under- 
went an operation in a Boston hospital, 
to be followed later by others, and then 
a gradual decline. 


Studied His 


Mr. DeBoer succumbed to cancer of 
the throat after a distressing illness. It 
was characteristic of him that when he 
learned the nature of his illness he pro- 
cured all works published on the sub- 
ject of the malady, and made a study 
of them. 


Disease 
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are successful. Their line of low-cost policies are easy to sell. 


All profits go to policyholders. Worth looking into. 
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THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORRESTg¢F. DRYDEN, President 


Home Office : 


NEWARK, N. J. 


Incorporated Under the Laws of the State of New Jersey 
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NOVEL POINTS IN SELLING 


SUBMITTED IN ST. LOUIS, MO. 
Life Insurance Arguments Boiled Down 
To 150 Words—Most Desirable 
Thing in Life 
The St. Louis Life Underwriters’ As 
sociation recently invited members to 
submit new and novel selling points. 
Each man was limited to 150 words. 
Some of the contributions follow: 

No. 1 

Mr. Jones, you have shown excellent 
judgment in promoting end maintain- 
ing this business. You have guarded 
it against the possible loss, or impair- 
ment, and it now stands to the credit 
of yourself and family, a very valuable 
asset. But the most valuable asset of 
all, which stands to the credit of your- 
self, your family and your business, is 
your brain. It is the fountain head of 
all your wealth. Now the same excel- 
lent judgment you have displayed ap- 
plied here will certainly impel you to 
make provisions for its protection. 

No. 2 

My proposition accomplishes the two 
most desirable material things in life. 
First, it provides for those dependent. 
on you if you die. Second, it saves the 
money invested for old age if you don’t 
die. Certainty is the basis of all values 
This is the only way to make a cer- 
tainty of an uncertainty, and is, there- 
fore, the most valuable thing money 
can buy. About ninety-five in a hundred 
who don’t buy won’t have the money in 
an available asset at a given time, and 
their loved ones will be deprived the 
amount proposed in case of premature 
death. 

No. 3 

By accepting the proposition I have 
submitted you, not only will you secure 
to your family a positive estate, but you 
are making a will, that surely shall be 
administered precisely as your desire 
dictates. You are providing against a 
contingency of depreciation of all real 
and personal property, of which you 
may be possessed at the time you will 
no longer be able to control or direct 
your affairs. 

Your earning capacity is thereby ex- 
tended, your peace of mind, which also 
means longer life, is also greatly en- 
hanced, 

Sign this application to-day. 
row may be too late. 

No. 4 


You only need life insurance once 
the day you cease the struggle to cre- 
ate that estate with which you intend 
to secure to your loved ones at least 
the necessities of life. You would not 
deny them while you live, nor would 
you take from them any portion of that 
estate which you hope to create. My 
proposition assures those necessities in 
the event you do not live to create the 
estate. 

You can’t get this contract when you 
need it, but you can have it if you need 
it. Write your name here, please. 

No. 5 

The material object of every man, no 
matter what his business or profession, 
from age eighteen up, is one of two 
things, viz.: the accumulation of an es 
tate which would take care of him in 
his old age, or dependents, in the event 
he is not fortunate in attaining old age. 

Do you know of any plan yet devised 
in which this can be accomplished so 
easily as the different forms of life in- 
surance policies have provided, when 
the first deposit immediately creates 
an estate to amount of insurance 
purchased? 


To-mor- 


No. 6 

A prospect will, no doubt, argue that 
he is in good health and will consider 
insuring when he thinks he needs it. 
If he knew that of all the deaths in a 
given year, according to the experience 
of one of the large companies, 19.4 per 
cent. occurred within the first five policy 
years, and over two-thirds within the 
first twenty years, he might reconsider. 


Deaths in 1914 

Diedin first year of policy, 3.44 per 
cent. of total. 

Died in second year of policy, 4.37 per 
cent. of total. 

Died in third to fifth year of policy. 
11.62 per cent. of total. 

Died in sixth to tenth year of policy, 
17.56 per cent. of total. 

Died in eleventh to twentieth year of 
policy, 31.04 per cent. of total. 

Died after twentieth year of policy, 
31.97 per cent. of total. 


No. 7 
| REET Eee EE ED 6 oan swe 
My business is life insurance. I want 
to render you a real service. I can im 


mediately see to it that your income 
will be extended after your death, and 
be paid in the way that you want, to 
the right people. This income will not 
be diminished in any way. It will not 
be taxed; there will be no fees; neither 
will it vary in amount, nor will it be 
lost. 

This income will be paid you later 
on in your own life, should you live. 
This service which I am offering you 
now will continue throughout your life 
and remain after you are gone. Not 
one man in a hundred has his estate 
properly in order for lack of this kind 
of service. 

To get this service in force a health 
certificate must be furnished by you 
from our doctor. 

Let us get this attended to, and I! 
will then present the details of the 
proposition for your approval. 

No. 8 


I am a bachelor, parents dead, only 
sister rich, don’t need insurance! 

You are one of those fortunates who 
can do what every real man dreams of 
doing—perpetuate your name and per- 
sonality by a worth-while service to 
others less fortunate. For a _ saving 
averaging 30 cents a day, you can 
leave $5,000 to the Children’s Hospital, 
Orphans’ Home, or such charities as 
you may be interested in and have the 
supreme joy of knowing that many 
helpless little ones, or unfortunates, will 
have every reason to bless you and 
your decision. 


You'll double it next year? Fine. 


BRITISH AGENTS 





Two Thousand in One Town of 50,000 
Inhabitants—Represent All 
Professions 





The English -companies were to 
blame in the first instance for allowing 
agents to be appointed indiscriminate- 
lv, says a Canadian branch manager in 
discussing agency conditions abroad. 
When they discovered that they had de- 
teriorated the profession to such an ex- 
tent in the heat of competition, they 
eppealed to each other to check the 
akuse; but it was too late. Now any 
individual who wants commission upon 
his life policy only has to apply for an 
agency and gets his rebate. There are 
ro special life agents left in England, 
as the agents who secure risks act for 
all classes of insurance as well. The 
only individual who in any way at- 
tempts to work upon our lines, that the 
writer met, was a retired Indian Gov- 
ernment official, and he strongly states 
that he is not an insurance agent, but 
agent for the insurer and that he se- 
lects the company that will give the 
best results in each particular case. He 
receives only the ordinary commission 
aliowed by the British companies gen- 
erally. He has done well, but one must 
not overlook that he advertised no com- 
pany. In England the business there- 
fcre is impossible, simply because the 
number of part-timers is in name 
Legion; for example, a town of 50,000 
inhabitants will probably have 2,000 
agents, taking into consideration indus- 
trial representatives, so that practical- 
ly every architect, banker, lawyer, 
clerk and farmer is allowed a rebate 
upon his fire, life and contingency in- 
surance. 





Representing 
The Mutual Life Insurance Company 


of New York 


You will make money. 
The great strength, big dividends and incom- 
parable benefits of the ‘‘ol/dest company in America”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








and different to 
pects. 


making. 


The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you yoy absolutely new 
ta 


Gives you a chance to earn 
more money than you are now 


Our Life Insurance Contracte con- 


known to the Insurance W. 
The Accident and Health gives full 


protection for at least a less 
cost than regular casualty com- 
panies. Our agency contracts are 


as liberal as can be made. . 
WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 


You Wish To Be Paid Well 





k to your pros- 


for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 





to date clauses 


INSURANCE 
66 BROADWAY 


OF THE MANHATTAN LIFE 
A top-notch renewal income as- 
sured for years to come. 
Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 


COMPANY 
NEW YORK 














—but only for the 
may be the man. 


WHAT IS OPPORTUNITY? 


As arule something you create 
yourself, but working conditions 
helpa great deal. That ts where we 
can help—if you can deliver. One 
or two openings of importance now 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, President 
HOWARD S. SUTPHEN, Director of Agencies 


E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 





right men. You 
It’s your move. 


Salable 
Policies 





Special 








Participating and Non-Participating 


Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 











Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 181 


NINE MONTHS OF PROGRESS 


Our delivered business for the first nine months of 1915 was the largest 
of any nine months in the 64 years of our history. 
The reason:—Popular policies, low net cost, good literature, unexcelled 
assets, ever-increasing prestige, intimate relations between Home Office 
and Field. Ask any Massachusetts Mutual representative! 

We occasionally have an Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


It didn’t “just happen.” 
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SPLENDID GAINS MADE 
BY MOST COMPANIES 


TRAVELERS REACHES MAXIMUM 
IN NEW YORK STATE 





New England Mutual’s Gain—Writings 
of New York Life—Other 
Companies 





The Travelers has mailed a letter to 
field men saying that its paid-for busi- 
ness in 1915 was more than $78,400,000, 
a gain of more than $18,600,000. The 
Company says that this percentage of 
gain will doubtless exceed that of any 
other company in the business, and 
acds: “The Travelers is the first New 
England Company to reach its maxi- 
mum of new life insurance permitted 
by the New York statute, and to re- 
quire special dispensation from the In- 
surance Commissioner to enter all the 
business which it received. 

Total accident and health premiums, 
over $4,900,000; gain over $180,000. 

Total liability and compensation pre- 


miums, over $10,200,000; gain over 
$330,000. 
Total income over $30,700,000; gain 


over $1,700,000. 

Total income, the Travelers Indem- 
nity Company, over $1,300,000. 

The Union Central announces that 
its paid-for ‘business, exclusive of addi- 
tions, is $60,500,000, a gain of $8,000,000 
over 1914, the best previous record. 
The Company’s insurance in force is 
$430,000,000. 

Proud of Peoria Life’s Record 

President Emmet May, of the Peoria 
Life, said to The Eastern Underwriter: 

“At the close of to-day’s business 
(December 31, 1915), our record will be 
approximately as follows: 

“Business issued 1915, $5,000,000, as 
against $3,772,000 last year. Net in- 
crease 1915, $3,000,000. 

“We will close the year with $15,- 
000,000 of business in force with gross 
assets of approximately $1,250,000. 

“We feel just as good as any one 
could feel over the accomplishments 
for 1915. We have written our quota 
o; business. Our renewals have been 
about 94 per cent. Our territory has 
developed splendidly. Next year we 
shall develop Missouri and possibly en- 
ter another State and hope to close the 
year with $20,000,000 of business in 
force. We feel proud of our record up 
to this time, and are well satisfied with 
the way 1915 has treated us.” 


Makes Impairment Good 

The Farmers’ National Life, of Chi- 
cago, closed the year with $3,027,750 
of life insurance in force, a gain in 1915 
of $1,310,000, more than 76 per cent., 
with its office property free of all in- 
cumbrance, and with the impairment of 
its capital stock made good and more. 
“We have made: decided reductions in 
the cost of business and other large 
savings in expense,’ said President 
Stahl. “We have done better in 1915 
than we anticipated.” 

The paid-for business of the National 
Life of Vermont in 1915 was $23,312,- 
000. In 1914 it was $21,558,399. 

The Penn Mutual Life’s paid-for new 
business for 1915 was $78,272,286; its 
outstanding insurance will approximate 
$650,000,000. 

Bankers Life of Nebraska paid for 
38,500,000; has $52,000,000 in force. 
Figures in 1914 were new business, $7,- 
825,387; insurance in force, $46,874,795. 

New York Life’s Figures 

The New York Life’s figures for 1915 
fcilow: 

The Company issued during 1915 
about 105,000 policies, for new paid in- 
surance amounting to more than $213,- 
0¢0,000. The Company is composed of 
the holders of over 1,175,000 policies, 
protecting homes and business inter- 
ests throughout the world to the ex- 
tent of about $2,403,000,000 of paid in- 
surance, a net gain in 1915 of about 
$56,000,000. During 1915 the Company 
paid on the lives of more than 9,400 
policyholders death losses amounting 
to over $28,000,000. In 1915 the Com- 


pany paid to living policyholders in ma- 
turing policies and other cash benefits 
about $47,000,000. During 1915 the Com- 
pany has increased its loans to policy- 
holders on the sole security of their 
policies by over $8,000,000. The Com- 
pany paid to its policyholders in divi- 
dends during 1914 (included in the 47 
million dollars above), about $17,000,- 
060. 

‘New England Mutual’s Gain 

The New England Mutual’s insurance 
account as of December 31, 1915, on a 
paid-for basis, compared with Decem- 
ber 31, 1914, is as follows: 

New business 1915, $36,048,108; 1914, 
$31,561,852; increase, $4,486,256. 

Insurance in force 1915, $309,692,166; 
1914, $290,733,446; increase, $18,958,720. 

The Great Southern Life’s paid-for 
business was $9,369,860; amount of in- 
surance in force at end of 1915, $35,222,- 
6£0. In 1914 the figures were as fol- 
lows; Writings, $13,599,036 (including 
re-insurance of Lone Star Life); insur- 
ance in force, $31,163,999. 

Midwest Life of Lincoln: Writings 
and revisions, $1,958,421; in force, $7,- 


618,485. In force at end of 1914, $6,- 
580,604. 
Farmers & Bankers Life, Wichita. 


Paid for writings, 1915, $4,839,450; in 
force, $11,300,061. in force at end of 
1914, $8,661,990. 

The total business of the Connecti- 
cut Mutual Life, issued in the year 
1915, stands at $26,853,447, a gain of 
$1,155,744 over 1914. Total paid-for 
business in 1915 $24,701,287, a gain over 
1914 of $1,018,576. Gain in business 
in force in 1915 stands at $9,500,000, 
making the total business in force as 
of December 31, 1915, $237,805,763. 


Illinois Life Figures 


The Illinois Life announces that on 
December 31, 1915, the outstanding in- 
surance amounted to $77,000,000; net 
assets over $12,000,000; income during 
the year nearly $3,000,000. In 1915 the 
Company paid cash benefits of over 
$600,000. 

Provident Life & Trust Figures 

The premium income of the Provi- 
dent Life & Trust Co. during the year 
was $11,527,399; amount of insurance 
in force, December 31, 1915, $334,259,- 
352; losses by death during the year, 
$2.399,920; total assets at end of year, 
$87,724,022. 

The Minnesota Mutual Life paid for 
$6,475,000 in 1915; insurance in force 
at end of year, $28,200,000, an increase 
ir, outstanding insurance of more than 
$3,000,000. 





CONTINENTAL’S STATEMENT 





Increase of Insurance in Force of 
$1,293,442—Company Making 
Steady Gains 





The eighth annual statement of the 
Continental Life Insurance Co. of Wil- 
mington, Del., shows its usual progress. 
The assets of the company on Decem- 
ber 31, 1915, were $1,641,564, an in- 
crease of $327,153 over 1915. On De- 
cember 31, 1915, it had insurance in 
force of $14,996,097, an increase of 
$1,293,442 for the year. At the close of 
1915 the surplus account amounted to 
$493,630.15, showing a gain in that item 
of $117,563.42. The capital stock was 
increased from $290,810 to $396,790, 
or $105,980. The policy reserve from 
$529,482.97 to $719,142.69, an increase of 
$189,659.72, and the reserve for taxes 
was increased from $18,051.86 to $32,- 
001.50, or $13,949.64. 

The statement is a high tribute to the 
management and the results are in 
keeping with the well-defined plans of 
President Philip Burnet for the develop- 
ment of the Continental Life. 





The Equitable Life Assurance Soci- 
ety has written a group policy on the 
employes of the New York and Queens 
Electric Light & Power Co. 





A receiver for the Central Life of 
Lexington, Ky., has been appointed, 





J. S. RICE, 
Chairman of the Board 


Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


j. T. SCOTT, 
Treasurer 
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The Big Texas Company 
bys TWO MILLION DOLLARS 


THIRTY-TWO MILLION 


Assets over 


Insurance in force over 


DOLLARS 





For Agency Contracts Address 0. S. CARLTON, Pres., HOUSTON, TEXAS 








Organized 1850 


mutual and equitable practice. 
of management insure low net costs. 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
Its low mortality, high interest earnings and economy 
Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 


Purely Mutual 








MERIDIAN LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, IND. 


We have Liberal Agency Contract awaiting a High Grade 
Producer in Eastern Missouri 


WRITE THE COMPANY FOR MORE INFORMATION 








Life Insurance and Texas 





States. 





Texas has more than four million people, made up of 
home grown population and the best selections from other 
They are a progressive 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that numbe: 
quately insured. We want ten or a dosen more good field 
men te tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


le and they are buying 
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DALLAS, TEXAS 











SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 








APPOINT WILLIAM KING 
William King has been appointed 
agency supervisor of the Missouri 
State Life with offices in the home 
office building. He is widely and 
favorably known and attracted national 
attention two years ago with a series 


of articles on life insurance, published 
in one of the St. Louis dailies. For 
more than four years, he was connect- 
ed with the local agency of the Mutual 
Penefit Life, where he won distinction 
ard was made general agent for the 
New England Mutual Life. 
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Northwestern Mutual Life Agents Meet Here 


(Continued from page 2.) 


ress, and the ponderous toast titles on 
the banquet menu, such as “Selling 
Methods, as They Impress a Buyer,” 
and the “Factors of Agency Encourage- 
ment,” the banquet on Monday night 
held at the Hotel Breslin was a great 
success. It was not over until midnight, 
but no one left. 

T. Archibald Cary of Richmond, 
sharp of wit, was toastmaster. Royal 
S. Goldsbury, of Pittsburgh, talked on 
“Some Absurdities.” He is a grad- 
uate of Princeton and a former theo- 
logical student. One absurdity he said 
was that of eating too much. He 
cautioned insurance agents to lunch on 
a sandwich and a glass of milk, saying 
he knew some agents who slept until 
half past three to recover from the ef- 
fects of a heavy lunch. Another ab- 
surdity was the failing to go after big 
things. Agents should aim high. 


Brooklyn Loses to Connecticut 


F. A. Griswold, of Hartford, Conn., 
drew the toast, “Factors of Agency En- 
couragement.” It was a hard thing to 
talk about at a banquet, but he acquit- 
ted himself creditably. When he fin- 
ished, William F. Atkinson, of Brook- 
lyn, arose and confessed that the 
Brooklyn agency had been beaten by 
several hundred thousands by the Con- 
necticut General Agency, and Mr. Gris- 
wold looked properly modest when a 
big loving cup was handed over for 
winning the contest. 

Christopher J. Burns, of Brooklyn, 
told funny stories in the best vaude- 
ville manner. He concluded by reading 
burlesque answers to questions in an 
application. He said he filled out such 
a blank and sent it to Dr. J. W. Fisher, 
medical examiner, who responded by 
saying, “The wrong person got the 
medical examination, the Doctor should 
have examined you.” 


Talk Insurance; Not Company 


Charles F. Junod, a former North- 
western man, who has made a quick 
success in Wall Street, told how life in- 
surance agents impress the buyer. His 
ideas are that the average life insur- 
ance agent does not sell insurance; he 
merely talks company and contract. He 
thought that the first thing that the 
agent should do is to talk to the pros- 
pect in words that he can understand, 
presenting a sympathetic selling argu- 
ment. " He discussed imagination and 
creation, which go hand in hand with 
scientific salesmanship. 

John I, D. Bristol, who with William 
F. Atkinson, H. H. Coleman, F. L. 
Wright and J. D. James, constituted 
the Committee on Arrangements, drop- 
ped his duties as host and read a com- 
position of his own in dialect. H. F. 
Norris, superintendent of Agencies, 
took President Markham’s toast, “The 
Northwestern.” 


$2,000,000 Increase 


Mr. Norris said that the paid-for busi- 
ness of the Northwestern Mutual Life 
for 1915 is an increase of about $2,- 
000,000 over 1914 writings. November 
business was the largest the company 
ever had, while December, 1915, was 
nearly $3,000,000 more than the 1914 
December. Mr. Norris says that there 
is no doubt in his mind that 1916 is to 
be a great year in every respect as all 
conditions are set for it, and there is 
not a weak spot in the situation. Busi- 
ness in every line has shown a tremen- 
dous impetus during the past few 
months. 


Herman Duval’s Methods 


Herman Duval, of the Bristol Agency, 
who writes many large cases, explained 
some of his methods, He could not 


see any good reason why any life in- 
surance agent should work for less than 
a bookkeeper, clerk, manager or other 
salaried employe of a private corpora- 


tion—eight hours a day. No agent can 
succeed very much who works less, and 
this particularly applies to the man 
who lays off after closing a case early 
in the day. In his opinion an agent 
after learning the fundamentals of the 
business should make a contract with 
himself to work just as hard in his 
chosen profession as others do in their 
vocations, ‘The new man should be the 
first to bear this in mind because until 
he has bis own clientele he must make 
daily canvasses for prospects or else 
fall behind in the race. One of the 
most successful men in the Bristol 
Agency canvasses merely to sharpen 
his wits. 


Finds Prospects at Odd Moments 


When Mr. Duval calls upon a man 
and he is out he frequently takes arun 
through a building, calling upon new 
people. And he doesn’t find it difficult 
to see them either. He always enters 
an office with some manner, and has 
never let an office boy or secretary 
turn him down. 

“Mr. Smith engaged?” he repeats up- 


on getting that information, “Very 
well, I’ll return later.” He never leaves 
a card, but tells his name. His man- 


ner impresses the secretary and more- 
over piques her curiosity. It often hap- 
pens that she says upon his re-appear- 
ance, “Mr, Smith is disengaged now.” 


Knows When To Keep Quiet 


Upon entering a man’s office Mr. Du- 
val never takes his eyes off him. If 
the subject grows restless he makes a 
dignified exit, but always in a manner 
which leaves an opening for another 
interview. Above all else he does not 
talk too much. Once he called upon a 
lawyer who asked brusquely: ‘Let me 
see your contract.” He read the docu- 
ment for forty minutes. Frequently, 
the agent wanted to make some ex- 
planation, but he didn’t. At the end 
the lawyer said: “Tell the doctor to 
come at 10 o’clock to-morrow morning.” 
As a side observation Mr. Duval said: 
“I do not know whether this gentleman 
understood the contract or not; nor did 
I care. I have always felt sure, how- 
ever, that had I talked I would have 
spilled the beans.” . 

When Mr. Duval calls on strangers 
and he is told that the prospect has a 
friend in the insurance business his 
comment is a retort: “Does he repre- 
sent the Northwestern Mutual Life In- 
surance Company?” 


First Interviews To Get Acquainted 


Royal §S. Goldsbury, of Pittsburgh, 
gave a talk to agents about the first 
interview. He thought that Monday 
was a good time to call on strangers 
and get acquainted. Any man is flat- 
tered if called upon by an agent who 
says, “I just dropped in to meet you. 
I have heard a great deal about you 
and I feel your acquaintance will be 
valuable.” It is up to the agent’s tact 
and manner of conducting himself on 
the first interview that the second can 
be arranged. 


Ashton F. Carter’s Methods 


Ashton F. Carter, of Boston, told about 
his system of work: “I have one card 
upon which I keep a record of my daily 
work for each week,” he said. “This 
card is so arranged that I can keep a 
record easily, and analyze the same 
with the least possible effort. In fact, 
I generally make up my summary going 
home from business.” This record 
shows the 

number of hours working, 

number of hours soliciting, 

number of new calls, 

number of new interviews, 

number of new prospects, 

estimated business, 

number of old calls, 

number of old interviews, 

number of letters received, 


number of letters answered, 

number of telephone calls, 

number of applications received, 

business obtained and commissions 

received. 

“You will probably say, ‘How do you 
find time for this?’ he asked. But 
with this card of mine, you can keep 
this record easily, and J know it will 
do you good. Some day you may think 
you have been very busy, but a look at 
the record on the card will show you 
where you could have improved on it, 
and thereby become more efficient. 

Have you been devoting the full 
number of hours that you should 
every day, to the insurance busi- 
nessa? 

Have you given the majority of 
these hours to soliciting? 

Are you having a sufficient num- 
ber of interviews? 

Are you increasing your list of 
prospects? 

Are you keeping in touch with 
old policyholders? They are your 
best advertising. 

Upon looking over my records I 
find that I have personally written 
255 persons, and of this number 
2 have been written at 7 different 

times . 

2 have been written at 5 different 

times 

1 has been written at 4 different 

times 

12 have been written at 3 different 

times 

63 have been written at 2 different 

times 

and the remaining 178, once. 

Included in this number are a 
great many persons who have been 
written recently, and undoubtedly 
will take more insurance of me in 
the future. 

The names of a number of these 
policyholders were given me by for- 
mer policyholders, There are also 
many of my prospects whose 
names I have obtained when calling 
on policyholders. 

Are you arranging your calls so 
as not to waste time in going from 
one to the other? 

Are you using the telephone too 
much? It is very easy for a per- 
son to say “No” over the telephone, 

Are your policies averaging too 
small in amount? 

And there are many other ques- 
tions that will suggest themselves, 
and which this card, if properly 
kept, will answer. 

“Over a period of two months my 


Income per call was ...... $ 1.97 
Income per interview..... 2.55 
Income per hour of work... 1.36 , 
Income per hour of solic- 

DE ‘cticuswler recuse 3.32 
Income per day .......... 10.12 
Average policy .......... 2,773.00 


Keeping Track of Prospects 


“Now for my method of keeping track 
of my prospects, and when to call. For 
this I made up last year a soliciting 
card which I find is the biggest possible 
help, and one upon which I can enter 
the principal data necessary for suc- 
cessful soliciting. 

“The card has a tab for the month 
upon which the prospect was born. 
The face of the card has a place for 
name, date of birth, business, business 
address and ’phone, residence address 
and ’phone, insurance carried, giving 
the date, amount, plan, company, num- 
ber of policy; also place for names of 
members of the family, with their dates 
ot birth.” 


Other Speakers 


Among other speakers were O. C. 
Cypiot, Brooklyn, who said that he 
doesn’t always take the prospect’s “no” 
for his own “no;” C. L. Albert, of 
Wilkes-Barre, who resigned a general 
agency of another company to become 
a sub-agent of the Northwestern Mu- 
tual Life; Charles Sachs, of Philadel- 
phia, who discussed “Psychology” and 
W. F. Hazelton, of Newark, who talked 
of “The Renaissance,” 
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New England 
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Insurance Co. 
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Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
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The “Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 
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LARGER SURRENDER VALUES 


ANNOUNCEMENT BY TRAVELERS 








Company’s 1916 Program Makes No 
Change in Rates and Only One 
New Contract 





The Travelers announces a general 
increase in surrender values effective 
on policies issued after January 1, 1916, 
and also that there will be no change 
of rates for the new year except in the 
case of the pension insurance contract. 
The announcement follows: 


The new Life Manual, effective January 1, 
1916, will supersede all previous manuals and 
rate books without exception and will do away, 
therefore, with the inconvenience during the 
last few months of using at least two manuals. 
Special pains have been taken to make the 
company’s manual the most convenient book 
of its kind. The concentration of the rates 
and values of all this company’s Single Life 
contracts for each age into but three pages 
greatly reduces the time necessary for refer- 
ence. The agent has before him at a glance 
every form of contract that could be issued to 
the prospect. The only tables which are not 
shown in this way are the tables of rates and 
values on Joint Life policies and Annuity 
rates, which will be found in the rear of the 
hook, 

No change has been made in the company’s 
rates with the one exception of the Pension 
Insurance contract. These rates have been 
somewhat reduced at the younger ages and 
increased at the older. There will be found, 
however, throughout the entire manual a gen- 
eral increase in surrender values. The new 
surrender values for standard lives provide 
for the full reserve at the end of the fifteenth 
year instead of at the end of the twentieth 
year as has heretofore been the case. The 
greatest increases in values, however, will be 
found on life forms. Extended insurances are 
also granted on Joint Life policies for the 
first time. The company’s treatment of sub- 
standard business will be slightly changed 
in that for any case which bears a mortality 
rating, special surrender values will be in- 
cluded. n the past there have been several 
exceptions to this rule. 

It has been the aim to make the book not 
only as convenient but as complete as_ pos- 
sible. Nevertheless, the book contains but 175 
pages as against some 650 pages which nde 
have been required had the older form of 
manual been continued. The book graduates 
from the hip-pocket to the inside coat-pocket 
which will also be found much more satis- 
factory to the agent. 

The manual fits into a special black leather 
wallet, which the company is prepared to fur- 
nish to its agents at cost—sixty-five cents 
with the name of the agent and The Travel- 
ers Insurance Company in gold letters on the 
inside of the wallet. Orders for the wallet 
may be placed through the branch office cashier 
ot general agent. The wallet will hold papers 
in addition to the manual, special pockets be- 
ing provided for this purpose. 

The company has also printed a limited sup- 
ply of manuals of larger size and in larger 
type for desk use in branch offices and larger 
agencies and where it is necessary that the 
manual be in constant use, for the making 
up of illustration blanks, ete. 

The new manual, together with the Travel- 
ers’ Service Book which is issued to all active 
all-time Travelers’ agents, gives, we believe, 
the most complete equipment offered by any 
life company to its field representatives. 





COUPON SAVINGS POLICY 





New Contract of Western States Life, 
San Francisco—Provides Double 
Insurance Benefit 





The Western States Life of San 
Francisco is issuing a new Twenty 
Payment Life Coupon Savings Policy 


Contract, which retains all of the pro- 
visions and benefits of its old Coupon 
Savings Policy, but added thereto is a 
dcuble insurance benefit. This pro- 
vides that the Company shall pay dou- 
ble the face of the policy in vase the 
death of the insured shall occur from 
accident while traveling as a passenger 
on a street car or railroad train or 
ether public conveyance operated as a 
common carrier. A small extra premi- 
um will be charged for this benefit. 


‘The double insurance benefit will be 


confined to policies with face amounts 
not in excess of $5,000. 

For age 20, annual premium per $1,- 
C00 is $30.37; age 30, $36.40; age 40, 
$43.77. 

The Company has added to the policy 
a clause specifying that the complete 
less of sight of both eyes, or loss of 
both hands and feet, or one hand and 
one foot, shall be considered total and 
permanent disability. A life income 
for old age is also provided. 





NEW GENERAL AGENCY 





Robert L. Jones Opens Independent 
Offices for State Mutual in 
New York City 





Robert L. Jones, who has been ap- 
pointed independent general agent for 
the State Mutual Life Assurance Com- 
pany of Worcester in New York City, 
has opened offices at 80 Maiden Lane. 
Mr. Jones will have associated with him 


in his general agency, William F. 
Plume. For two years Mr. Jones and 
Mr. Plume were associated with the 


C. W. Anderson & Son general agency 
of the State Mutual Life at 220 Broad- 
way. 

Mr. Jones has had a long and valu- 
able experience as a life insurance 
man, having entered the business in 
1885 as an office boy. He was for 
twenty years connected with the home 
oftice of an insurance company. In 1905, 


‘due to the persuasiveness of L. A. Cerf, 


metropolitan general agent of the Mu- 
tual Benefit Life, Mr. Jones became as- 
sociated with him as agent. He re- 
mained with Mr. Cerf until 1913, when 
he became associated with the C. W. 
Anderson & Son agency. 

Mr. Plume joined the L. A. Cerf office 
of the Mutual Benefit Life about four 
years ago as a stenographer. Leaving 
that office he joined forces with the C. 
W. Anderson & Son agency of the State 
Mutual Life about three years ago, 
spending much of his time in work 
among the brokers in New York City. 
While connected with the Mutual Bene- 
fit office Mr. Jones devoted practically 
all of his time to work among the bro- 
kers in New York City also, and prob- 
ably no two men have a higher stand- 
ing among the brokerage fraternity 
than have this combination. 

While they will continue their bro- 
kerage affiliations in the new connec- 
tion, both Mr. Jones and Mr. Plume will 
write insurance personally and gradu- 
ally build up an agency plant. 
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Your New Year Opportunity 
GENERAL AGENCY OPENING 
IN MANUFACTURING CENTER 








Representing Old Progressive 
Life Insurance Company 


Let Us Tell You About It confioentiat 





105 William Street ° ° 





Address: “CONFIDENTIAL” in care of The Eastern Underwriter 


NEW YORK 





WRITES 60 CASES A MONTH 


MATTHEWS BREAKS A RECORD 








Penn Mutual Hustler Does Not Bother 
Much With Prospect List—At 
Home Anywhere 





William Thorne Matthews, who some 
time ago wrote thirty applications in 
one month, has again broken a record, 
this time by writing sixty cases in the 
month of December for a total of $240,- 
000. An unusual feature of this achieve- 
ment is that not a single case was re- 
jected, and that the majority of the 
risks belonged to the _ professions. 
Columbia University has long been a 
fevorite stamping ground for Mr. Mat- 
thews, and it was there that he did par- 
ticularly effective work, closing profes- 
sors. 

Mr. Matthews is connected with the 
office of J. A. Goulden & Son, No. 180 


Broadway, and for years has been one 
of the large producers of small cases in 
New York. It is said that he has a 
standing bet of $1,000 that he can go 
out any month (except Summer) and 
write twenty-five cases. 

Mr. Matthews’ success shows what a 
man can do without a prospect list. He 
considers the world as his oyster and 
Maurice Goulden, his general agent, 
says that he could go into any city in 
the country and duplicate in a measure 
the success he scores in New York. 
This is indicated by the large number of 
cases he writes on single interviews. 

One of Mr. Matthews’ favorite meth- 
ods of working is to jot down a list of 
doctors on several streets and then make 
an office to office canvass. Whether he 
has ever seen the case before is imma- 
terial. He sizes up the prospect when 
he enters the office and proceeds with 
hig selling talk accordingly. Most of the 
sixty cases written in December were 
oidinary life, although he wrote some 
term 
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share MUTUALLY 


Under 1916 policies, Dividend Additions as 
increased in 1907, will not only be continued, 
but will hereafter share in the profits of the 


All 1916 policies also provide that Paid-up and 
Extended Insurance values shall share in profits. 


‘ The above profit sharing features are made 

retroactive.’’ Old patrons, holding participating 
policies, will receive the added benefits regardless 
of any contrary provisions in their policies. 


Union Central patrons always assured the max- 
imum, of present and future, service and benefits. 


Address ALLan Warers, Sup’t of Agents. 


Che Union Central Life Ins. Co. 


















Cincinnati, Ohio 


























THE EASTERN 


UNDERWRITER 


January 7, 1916. 





| Live Hints For Business Setters 


Practical Suggestions to Help the Man With the Rate Book Increase His 


Income and General Efficiency 

















= 











=o 


oe 





“Is Life Insurance a 
Profession or a Busi- 
ora ness?” was the topic 

a Profession of a debate at a recent 

meeting of the Puget 
Sound Life Underwriters’ Association. 
J. L. Greenwell began the argument for 
the affirmative. What constitutes a 
professional man in the law, in medi- 
cine, or in the ministry? The lawyer 
has taken a special course of training 
to learn what is common law and stat- 
ute law and must understand the same 
so as to apply the principles of justice 
and humanity. He must study to under- 
stand human nature. The professional 
physician is a man who through ac- 
credited course of study and instruction 
in medicine learns the uses and opera- 
tiens of the same and how to employ 
remedies to relieve or cure sickness. 
The same of theology where ministers 
take a course of study and aim to ap- 
ply their principles to the highest form 
of service for humanity. While it is 
true that the lawyer, the physician and 
the minister receive compensation for 
their services, nevertheless their work 
is based primarily upon performing a 
class of service upon a higher plane 
than that of the mere routine of busi- 
ness. Likewise an insurance agent who 
enters upon his vocation as a life work 
must make it a study and an educa- 
tion, and in influencing a man to in- 
sure for the protection of his family he 
is performing a service for humanity 
and may be properly classed a profes- 
sional man. 

P. B. Duren, speaking upon the nega- 
tive, regarded the writing of life insur- 
ance as a business. He remarked that 
he yet had the first time to hear an 
agent when he had written a fine piece 
o! business claim that he had perform- 
ed a professional work. The success- 
ful mechanic, or cotton picker, or 
stump puller must first have gone 
through a course of instruction and 
education in his particular line of work 
to enable him to become proficient, but 
because he had so been educated no 
ore would think of terming him a pro- 
fessional man. The word “business” is 
not a bad word, either. Mr. Duren 
maintained that the life insurance work 
is a business. 

W. Dwight Mead, for the affirmative, 
ccntended that it is not a question of 
what has been in the past, but of to- 
day. He said that there are now eighty- 
five courses of instruction and educa- 
tion in the universities where 116,000 
life insurance men are being trained in 
the science and ethics of their vocation. 
He maintained that life insurance men 
render a high class of service to hu- 
manity when they influence a husband 
and father to provide for old age and 
for the benefit of those dependent upon 
them. The United States Supreme 
Court has handed down an opinion that 
life insurance is not commerce. 

An odd feature of the debate was 
that the judges could come to no deci- 
sicn, and, therefore, decided it was a 
draw. 


A Business 


’. * * 


If time were really money, 


Is Time as the old adage says it 
Your Best is, the great “Unwashed” 
Asset would be the glittering 
financial circle of the 

world. Time is their one asset—until 


someone offers them work. Then they 
remember another engagement some 
distance away, says the Ford Sales 
Bulletin. 

It is not time, but the development 
of it that makes for ultimate success. 

Some men are veritable magicians 
where time is concerned. They will 
take a minute portion of a day, such 
as is commonly used by the average 
man in deciding what to do next, and 


into that small space will crowd an 
assortment of activities that make a 
circus seem slow by comparison. 

Observation usually shows that the 
busy man, the fellow whose attention 
is constantly by this or that matter, is 
the man who gets the most done and 
still has time for other things, while 
the man who should have plenty of 
time is apparently rushed to death and 
still has little to show for it. 

There was a fellow in college whose 
activities gained him the title of “The 
Organizer.” He conceived and inau- 
gurated many literary and athletic 
clubs for the fellows who didn’t appear 
to belong to any especial “bunch”; he 
maintained an active share in the work 
ef most of them; in addition, he held 
a number of important student offices, 
and made an honorary fraternity for 
excellence of scholarship. 

But no one who remembers him, ever 
recalls seeing him in a hurry, and he 
always had time to help an underclass- 
man smooth out a difficulty. 

Time is not the big factor; 
time is utilized. 

* + > 


In a talk to agents, R. W. 


it’s how 


Value Stevens, vice-president of 
Your the Illinois Life, again ad- 
Calls vises them to value their 


calls. Just what this 
means to the agent he tells as follows: 

“It is a demonstrated fact that the 
veriest dub of a life insurance agent 
who systematically and enthusiastically 
sces people can get one application for 
$1,000 out of each twenty persons on 
whom he calls, and since the average 
commission per thousand is $18 the 
earnings of the dub agent average 
ninety cents for each person solicited. 

“If you do not already know, you 
can by a little extra effort find out 
within the next two weeks just what 
the average value of your insurance 
calls is—the average value cannot be 
based with any accuracy upon less than 
one hundred calls, and twelve working 
days of eight hours each is surely suffi- 
cient for one hundred calls for which 
the average time consumed will not 
exceed fifteen minutes. 

“If you were to ask me my opinion 
as to the most vital thing for the life 
insurance salesman to know, I would 
say, the average value of his insurance 
cails, since having found that value 
each and every call made thereafter, 
regardless of the results secured, rep- 
resents money earned, and no sweeter 
setisfaction can come to any business 
man during business hours than the 
actual concrete knowledge that during 
each of those hours he is actually mak- 
ing money. 

“In all sincerity I say, that any man 
carrying the rate-book of the Illinois 
Life can during this year 1916 make any- 
where from $5 to $50 a day, according 
to the time, energy and talent he puts 
into his work and the class of insur- 
ance prospects on whom he calls. 


“By all means make, as suggested, 
some big money-spending plans for 
yourself and family this year, then hav- 
ing determined the average value of 
your insurance calls figure out how 
many of those calls you have got to 
make in order to earn the extra money 
ycu want to use, then at the sacrifice 
of your own personal ease and comfort 
go Out and earn the money. 

“You can do it! You should do it! 
And the only question is, will you do 
it? The willing is up to you.” 


* * a 
M. Provost, an assistant 


It’s an superintendent of the John 
Agent’s Hancock Mutual Life, con- 
Business tributes the following to 


the John Hancock Field: 











Start The New Year 


Resolve to be a Booster during 1916 


called it a KNOCKER. 














Knocker Vs. 


Someone has said that when the Creator had made all the good 
things there still remained some work to do; 
reptiles and poisonous insects, and when He had finished there were 
some scraps left; so He put all these together, covered it with sus- 
picion, wrapped it with jealousy, marked it with a yellow streak and 


This product was so fearful to contemplate that He had to make 
something to counteract it, so He took a sunbeam, put in it the heart 
of a child, the brain of a man, wrapped these in civic pride, covered it 
with brotherly love, gave it a mask of velvet and a grasp of steel, and 
called it a BOOSTER; made him a lover of fields and flowers, and manly 
sports, a believer in equality and justice, and ever since these two 
were, mortal man has had the privilege of choosing his own associates. 


Right 





Perhaps the most effective use to which the appended description 
of “Knocker.vs. Booster” has been put is found opposite the railroad sta- 
tion on the blank wall of a building owned by Henry J. Perkins, 
fruit and produce commission merchant of Springfield, Massachusetts. 
Thousands of people travelling through Springfield read the graphic 
legion, and doubtless many profit by it. 


Booster 


so He made beasts and 

















PASSES $100,000,000 MARK 


NOTABLE YEAR IN 





ITS HISTORY 





Ecuitable Life of lowa Will Celebrate 
Event With Jubilee Convention 
in Des Moines 





Closing the most remarkable year in 
its history, the Equitable Life Insur- 
auce Company of Iowa was able to 
swing into 1916 with outstanding insur- 
ance in force in excess of $100,000,000. 

On January 1, 1915, the Equitable of 
Iowa had outstanding insurance of $86,- 
400,000, so that in order to reach the 
$100,000,000 mark it was necessary to 
make a net gain in insurance in force 
of $13,600,000, or an increase of over 
gain in the Company’s annual state- 
ment for the previous year. 


This would mean that the new paid- 
for business of the Company for 1915 
inust be at least $20,000,000 or 33 1-3 
per cent. more than that of 1914, which 
was the banner year in the Company’s 
history. 

The gains made by the Company it 
recent years have been so large, that 
it seemed almost impossible to achieva 
the ambition for 1915—namely, reac). 
the one hundred million mark, but ad 
vices to The Eastern Underwriter ara 
to the effect that this has been accor 
plished. 

It is proposed to celebrate the event 
by holding a Jubilee Convention at the 
home office in Des Moines, probably on 
January 17 and 18, at which will be 


present general agents and agents 
ranking well among the Company’s 
producers. 


An idea of the growth of the Equita- 
ble of Jowa for the past twenty years 
may be obtained from the following: 


Admitted Insurance 
Assets Dec. 81 in Force 
$1,101,891 1894 $6,865,656 
2,069,972 1899 11,246,287 

4,171,348 1904 24,275,576 
8,688,519 1909 44,679,44% 
15,840,196 1914 86,404,213 


18,000,000 1915 100,000,000 


If a fellow loves a girl, 
That’s his business; 
If a girl loves a fellow, 
That’s her business; 
If they both love each other, 
That’s their business; 
But—if they marry, 
They need life insurance— 
And that’s my business. 


GREATEST 
SST tel 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 











GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 
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Adjustment of Adverse Claims to the Proceeds of Life 
Insurance Policies Arising From Conflicting Admin- 
istration Granted in Different Jurisdictions 


By Edward Duffield, General Solicitor The Prudential 








To recapitulate, we think the follow- 
ing principles may be taken as settled: 

1. That as an action of interpleader 
is an action in personam, personal ser- 
vice within the jurisdiction is requisite 
to entitle a judgment rendered therein 
to the full faith and credit guaranteed 
Ly the Federal Constitution. 

2. That in actions in rem such as 
tiose where it is sought to enforce an 
equitable lien, the domicile of the in- 
sured, the domicile of the issuing com- 
pany, the place of payment and the pos- 
session of the policy are often con- 
trolling upon the question of jurisdic- 
tion, but are of no moment in deciding 
the jurisdictional rights of suits by rival 
administrators. 

3. That the proceeds of a policy of 
lifc insurance which is payable by its 
terms to the estate of the insured is 
acministrable as an asset in any State 
where legal service may be had upon 
the company issuing the same. 

4. That the courts of all States in 
which the company does business have, 
therefore, concurrent jurisdiction to ad- 
minister such a fund. 

5. That in cases of rival administra- 
tion the rule to be applied is that “He 
who is first in time is best in right,” 
time relating to the date of instituting 
the action. 

6. That the court which first acquires 
jurisdiction by reason of comity will 
be allowed to proceed without interfer- 
euce by any other court, all other ac- 
tions being there stayed pending the 
outcome of the first suit, or dismissed 
by reason thereof. 

7. That if the company gives notice 
of the pendency of the first action upon 
a policy of life insurance to all other 
cjaimants, it has done all that is neces- 
sary so that conflict of administration 
will not be permitted to prejudice its 
interest. 

Foot Notes.—For further cases hold- 
ing that an interpleader action is an 
action in personam, see Expressman’s 
Mutual Ben. Assn. v. Hurlock, 91 Md. 


585,-46 Atl. 957, and Kean v. Rogers, 118 
N. W. (Ia.) 615. 

See also Gleason v. Northwestern 
Mutual Life Ins. Co. 203 N. Y. 507, 97 
N E. 35, wherein it was held that 
where an administrator sued in Ver- 
niont and recovered judgment there, the 
judgment was not binding upon the 
plaintiff, assignee, who was a resident 
uf New York at the time, and the policy 
evidencing the contract in New York, 
the New York Court of Appeals stating 
that the Vermont courts had no juris- 
diction of the plaintiff nor was the sub- 
ject matter in that State. It was said 
that if the claim on the insurance pol- 
icy was property within the State of 
Vermont, the defendant’s remedy was 
by bill of interpleader in which such 
jurisdiction might have been obtained 
over a non-resident, so far as to deter- 
mine title to property within this (N. 
Y.) State, citing the case of Morgan 
v. Mutual Ben. Life Ins. Co., 189 N. Y. 
447, 82 N. EB. 438. The previous deci- 
sion of Gleason v. Northwestern Mutual 
Life Ins. Co., reported in 189 N. Y. 100, 
8. N. E. 777, established the doctrine 
that the New York Court was required 
to treat the Vermont judgment as con- 
clusive of the controversy under the 
full faith and credit clause of the 
United States Constitution. 

On the further proposition that he 
who is first in time is best in right, see 
Coram v. Ingersoll, 78 C. C. A. 303, 148 
Fed. 169, citing the Sulz case, and Mer- 
rill v. New England Life Ins. Co. 103 
Mass. 245. 

Smith v. N. Y. Life Ins, Co., 57 Fed. 
133; same case affirmed 14 C. C. A. 635, 
67 Fed. 694; writ of certiorari denied, 
59 U. S. 262 is founded upon the Wood- 
worth case. See also Shields v. Union 
Central Life Ins. Co. 119 N. C. 380, 25 
S. E. 951. The case of Merrill v. New 
England Life Ins. Co., supra, holds that 
the Massachusetts administrator, who 
was in his personal right the pledgee 
of the policy and in possession thereof, 
had a right superior to that of any ad- 
ministrator. 

(The End.) 





PROSPECT POINTERS 





Importance of “Watching Publications 
Which Give Hints of Men Who 
Have Met With Prosperity 





Drop in often on your acquaintances. 
They think little of it when they men- 
tion the fact that some friend has in- 
herited some money, received a salary 
increase, married, has a new baby, 
made money in the stock market, has a 
sister or mother dependent upon him, 
lost his wife and is left with children, 
scid some real estate, made a big fee, 
received a valuable appointment, or has 
received some insurance money him- 
self, says Walter E. Webb in “Pointers.” 

I heard a bank teller the other day 


mention to a depositor, “This is a good 
When he left the 


one, Mr. Brown.” 
window, I inquired, “Is that Judge 
Brown?” “No, he is Fred Brown—just 


deposited a check for $18,000.” That is 
better than ten newspaper leads. 

Street car conversation, table talk, 
any occasion unconnected with busi- 
ness will often divulge information of 
the utmost value to the discerning 
agent. 

Membership lists of exclusive clubs 
msy be consulted to advantage. It is 
aiso well to read the society news of 
your daily paper. You may find that 
some policyholder of yours has been 
the guest of some man you are trying 


to write, and you may get from him a 
note or card of introduction. 

The year books of private schools for 
girls give the names of excellent pros- 
pects for monthly income insurance. 


I have before me a list of trade jour- 
nals. Every public library has similar 
publications which contain various 
news notes of certain firms or individ- 
uals who are enlarging their business, 
securing big contracts, or some other 
reason why they should be buying life 
insurance. Medical journals tell of re- 
cent appointments of physicians on 
hospital staffs, meaning an increase of 
iucome and a greater need for life in- 
surance. 





CLEVELAND APPOINTMENT 

With a view of extending the Compa- 
ny’s interests in Northern Ohio, the 
Berkshire has appointed Aaron K. Han- 
nen of Cleveland, and Joseph Loebe, of 
Chicago, as general agents for North- 
ern Ohio, under the firm name of Han- 
nen & Loebe, with headquarters at 205- 
206 Williamson Building, Cleveland, the 
same to take effect January 1, 1916. 

Mr. Hannen has been in Cleveland 
for the company for years. 

Mr. Loebe has been connected with 
the Illinois State agency for over twen- 
ty-five years, and is a large personal 
producer. 


THE 


METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 


Of the People 
rhe Company By the People 
= For the People 
The Daily Average of the Company’s 
Business during 1914 was: 


626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 


$305,754.00 per day in Payments to 


Policyholders and Addition to Re- 
serve, 


$161,826.87 per day 
Assets. 








in Increase of 








JOHN R. HEGEMAN, President 


METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON DECEMBER 31, 1014; 
b 0 cn cover eorcsccccvecccencees coces cess cece sccceseroesooce $11,138,324.57 
Capital and Surplus. senneenses 
Insurance in Force. .... see 
Payments to Policyholders since Organization Keer enesensePeoneoserensehes 15, 428, 933. 48 


Is Paying its Policyholders OV6r ...... 0.060666. 0c ce ceeeeeeneneneee $1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 











DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 
LIVE ACENTS 


as are offered by the Policy Contracts 


WILLI AM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 






INSURANCE COM 
MASSACHUSETTS 








Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 
New policies with modern provisions Attractive literature 
W.D. Wyman, President W.S. Weld, Supt. of Agencies 








Pensions for Individuals 


Pensions for Superannuated Em- 
ployees of Business Institutions 


Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 








The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 
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FRANK LOCK’S REVIEW OF 1915 

Once a year, Frank Lock, United 
State manager of the Atlas Assurance 
Company of London, writes a review 
of the year for the Journal of Com- 
merce. With his keen insight of mind, 
his long experience, his facilities for 
keeping in touch with changing under- 
writing situations, these reviews are 
most important for all students of the 
business. 

Mr. Lock not only reviews develop- 
ments, but he comments editorially, 
and this year his analysis has been 
unusually complete with one exception, 
the expression of a definite opinion as 
to what he thinks of the new rating 
schedules, known as the L. & L. system 
and the E. G. R. system. Both of these 
are in a tentative stage and are re- 
ceiving consideration from experts. 

The first point that struck Mr. Lock, 
of course, was the fact that the year 
1915 was profitable. His estimate is 
that the premium income for the year 
will run up to $330,000,000. He does 
not think the loss ratio will exceed 55 
per cent. of the premiums. He thinks 
the stories of incendiary war munition 
plant fires are exaggerated, and com- 
ments on the growing hazards of dwell- 
ings, and unprotected business in the 
Suuth, and also says that cotton has 
proven one of the worst losses of the 
year. He tells of the tendencies in the 
lavge cities to reduce premium income 
and figures that in New York City the 
reduction in premium income due to 
rute reductions caused by improve- 
ments, etc., is not less than $5,000,000. 
The average rate of premium must con- 
tinue to decline. The average rate has 
gone down from 1.14 in 1907 to 1.02 in 
1914, 

In discussing conflagrations, he says 
they have done more than all other 
causes put together to mark the part- 
ing of the ways between the old school 
of underwriters, which maintained that 
the function of fire insurance was es- 
sentially to measure the hazard as it 
existed and to charge for it, as against 
tte new school, which assumes as an 
essential part of the fire insurance 
business the teaching of methods for 
the reduction of the fire waste involv- 
ing thereby the reduction of the fire 
iusurance premium income. Theoreti- 
cally the old school is absolutely cor- 
rect. Practically, to break the force of 
public antagonism which has held the 


fire insurance interests to account both 
for the high premium rates and the 
eormous fire loss, the new school is 
on the right lines. 

He argues the grave necessity for 
some means to minimize the conflagra- 
tion hazard of large cities. He paid a 
tribute to the National Board of Fire 
Underwriters engineers, explaining how 
the general average of the safety in 
the cities is gradually growing higher 
and says as another consequence that 
fire underwriting has become much 
belder with substantial grounds to jus- 
tify its courage. He comments on the 
growing ratio of expense which for 1915 
will be scarcely under 41 per cent., an 
increase of some 2 per cent. since 
1912. This single item of increase in 


expense ratio means about $6,500,000 
additional paid out with nothing to 
show for. He calls attention to the 


better public feeling toward fire insur- 
ance, and finally comes to the agency 
system question. In his opinion the 
company managers think that contin- 
gent commission in addition to 15 per 
cent. is not justified, but that the start- 
ing point should be somewhat below 
that figure with a substantial contin- 
gent on profits. On the other hand 
many agents claim that the contingent 
should be in addition to 15 per cent. 
cr more flat. He wishes a return in 
larger measure to the old-time cordial 
relationship between company and 
agent. 

In Mr. Lock’s opinion the time has 
arrived when the brokers, agents and 
companies should get together on some 
niutually satisfactory basis on which to 
handle the large class of business 
which comes under the control of the 
large broker. He diagnoses that the 
incorporation of the American Eagle 
had no result in solving the annex 
problem outside of its own individual 
radius. The formation of the new Aetna 
Fire Underwriters Agency corroborates 
this opinion. Among his 1916 predic- 
tions are an overhauling of existing 
methods and practices in the adjust- 
ment of losses and. the progress of an 
organization to make hail business more 
satisfactory regarding both rates and 
underwriting. 

In summing up he says competition 
becomes more intense; yet there exists 
many reasons why a demoralized con- 
dition cannot easily be brought about. 





CALENDAR SUGGESTIONS 


The Illinois Life makes the following 
suggestions regarding calendars: 

“Calendars should be hung promi- 
nently on the walls of all public places 
such as banks, stores, court rooms, 
school rooms, postoffices, etc. Here in 


Chicago where we have over fifty court 
rooms within the loop we are besieged 
with requests for the calendars by the 
court officials as early as November 1. 
The calendar is readable and desirable 
and is of great value to you and the 
company as an advertising proposition. 
See that you get full advertising value 
by placing the calendar where it will 
be seen by the greatest number. We 
have a few calendars left. If you can 
use a further supply order at once.” 





Charles L. MacGregor, of the North- 
western National Life, Minneapolis, 
has an interesting article, entitled 
“Everybody’s Business” in “The Era” 
for January. 
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_ Darwin P. Kingsley, president of the 
New York Life, was asked by a num- 
ber of newspapers for his New Year 
views, In answer he made a statement 
using as his text the analogy between 
life insurance and the war. “My be- 
lief is,” he said, “that the doctrine of 
unconditioned sovereignty made this 
war inevitable—inevitable unless the 
world arose to heights of wisdom and 
sacrifice that were never reached but 
once in all history, and that was by 
our fathers when they welded the thir- 
teen colonies into a nation. The doc- 
trine of sovereignty is the doctrine of 
selfishness and of weakness. A nation 
can no more insure itself, standing by 
itself, than a man can. The mortality 
that may come to nations at the close 
of this war was as certain under the 
doctrine of sovereignty as that out of 
a given number of healthy lives so 
many will die in 1916. The individuals 
who will die in 1916 can do little now 
to prevent it. The nations which will 
be crippled, possibly eliminated, by this 
war could not only have minimized but 
could have prevented such happenings 
by adopting the life insurance principle. 
The destructive forces loosed by inter- 
national friction are all controllable— 
they are the product of ignorance and 
prejudice and fear, played on by ambi- 
tion and selfishness.” 
- 7 * 


E. G. Richards, United States man- 
ager of the North British & Mercan- 
tile, is to address the members of the 
Boston Insurance Library Association 
within the next few weeks on “Sched- 
ule Rating,” a subject on which he is 
a master, Mr. Richards has always 
had a kind regard for the New Eng- 
land Insurance Exchange and the Bos- 
‘on Insurance Library Association, He 
was one of the most powerful factors 
in welding the Exchange into the or- 
ganization that it is to-day and the New 
England field is as an open book to 
him. He has frequently addressed the 
members of the Insurance Library As; 
sociation and the members invariably 
respond in large numbers when he 
comes over from New York to address 
them. 

oa + * 


Lawrence Priddy, of the New York 
Life, paid for $750,000 during 1915, a 
small amount for him but rather re- 
markable in view of the fact that he is 
president of the Life Underwriters’ As- 
sociation of New York and has devoted 
so much time to the affairs of that or- 
ganization that he has had little time 
left for his own work. 
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Mrs. R. M. Bissell, wife of the presi- 
dent of the Hartford Fire Insurance 
Co., is president of the Visiting Nurse 
Association of that city. She is also in 
charge of the decorations for the 
charity ball to be given in the State 
armory in Hartford this month. 

a * ea 


L. Edmund Zacher, treasurer of the 
Travelers Insurance Co., is recovering 
from an attack of typhoid fever. He 
has been in a hospital since Novem- 
ber 12. 

+ * * 


James M. Woodhouse, who had been 
for two years with the Connecticut de- 
partment of the Phoenix Mutual Life, 
in Hartford, goes to Indianapolis where 
he, will have supervision of the Indiana 
territory; Harry S. Holbrook of the 
same department, will have a like posi- 
tion in St. Louis, Edwin B. Thurman 
in Cleveland, John G. Morey (late of 
Leuisville), in Detroit, and Edward I. 
Brown in Buffalo, where he has been 
located and which territory is to be de- 
tached from Rochester. Assistant 
Agency Manager Carl A. Secoy, contin- 
uing his headquarters in Hartford, will 
have general supervision of all this ter- 
ritory. There will be practically no 
changes in the personnel in the offices 
mentioned. Mr. Woodhouse, who is 
president of the company’s Graduate 
Club, does not leave for his new field 
as soon as the others. On Christmas 
Eve he became the father of a future 
president. 

. * ” 


Frederick L. Hoffman’s Newark homi- 
cide statistics are disputed by the 
Chief of Police of that city. 


Christopher J. Burns, of the Brook- 
lyn general agency of the Northwest- 
ern Mutual Life, who was revealed as 
a great after dinner speaker at the 
Northwestern banquet in the Hotel 
Breslin on Monday night of this week, 
started life as a blacksmith. Later, he 
became a newspaper reporter. 

* * * ° 


Edmund S. Cogswell, of Wenham, 
will succeed W. N. Magown as exam- 
iner in charge of Workmen’s Compen- 
sation insurance in the Massachusetts 
Insurance Department. Mr. Magown 
recently resigned to become manager 
of the Pennsylvania Rating Bureau. 
The new appointee, Mr. Cogswell, has 
received valuable training in the actu- 
arial department of the New England 
Mutual Life and later was appointed 
secretary of the Massachusetts Teach- 
ers’ Retirement Board. He is a Har- 
vard graduate and is regarded as an 
excellent choice. 

+ * * 

Henry B. Rosen, largest producer in 
New York City, and largest producer 
of the New York Life, is in Canada 
where he has been for a month, The 
year 1915 was the best he ever had. 
He topped $2,500,000. 

+ nd * 


William T. Whelan, for years resident 
manager of the American Fidelity of 
Montpelier, Vt., has been made associ- 
ate manager of the National Life of 
Vermont in the metropolitan district. 

* ” + 


Gail S. Young has been made assist- 
ant to George S. Galloway, Resident 
Manager of the Western Department 
of the Hooper-Holmes Bureau, at Chic- 
ago. For several years past Mr. 
Young, who enters upon his new duties 
January ist, was claim examiner for 
the Pacific Mutual at its Chicago 
branch, and assistant to Dr. Frank G. 
Mason, Chief Adjuster. In his new 
position he will be largely engaged in 
this same line of work, supervising the 
investigation and adjustment of claims 
for the life and casualty companies in 
which in its Inspection Department 
is exten- 


the Hooper-Holmes Bureau 
sively engaged, 
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Fire Insurance Department 





STIR OVER AETNA UND. AGENCY 


SHOCK TO AGENTS’ ASSOCIATION 


American Agency Bulletin Prints Let- 
ter of Henry W. Eaton and Out- 
lines Annex Position 


The Aetna Insurance Company of 
Hartford has established the Aetna Fire 
Underwriters’ Agency, commencing 
writing of business on January 2, 1916. 
It will be operated from the Aetna 
office under the same management and 
will appoint agents throughout the 
field. 

The announcement was received with 
something like consternation by the 
National Association of Insurance 
Agents, which has felt since the incor- 
poration of the Fidelity Underwriters 
and the withdrawal of the Sun Under- 
writers that the days of underwriters’ 
agencies were numbered. 


Aetna’s Explanation 


The Aetna’s explanation at the time 
of making the announcement follows: 

The Aetna has persistently advocated for 
many years the principle of single or limited 
agency representation and still, it states, be- 
lieves this principle is the foundation stone 
of the agency system. Notwithstanding Pres- 
ident Clark’s well known conservation, he has 
been convinced by the trend of the times that 
multiple avenues of acquired business are de- 
manded by a majority of the stronger com- 
panies and that agents themselves welcome 
the methods prevalent throughout the field. 

The Aetna Fire Underwriters Agency will 
not curtail the facilities now at the disposal 
of the present agents of the Aetna. The Aetna 
Fire Underwriters Agency will appoint agents 
throughout the territory in which the Aetna 
now seeks business. when not in conflict with 
the State laws, writing the general classes of 
risks heretofore acceptable to the Aetna. 


Views of L. & L. & G. 


Shortly before the announcement 
was made, Henry W. Eaton, manager 
of the Liverpool & London &. Globe, 
sent the following letter to Henry H. 
Putnam, secretary of the National As- 
scciation of Local Insurance Agents: 


New York, December 23, 1015. 
Henry H. Putnam, Editor American Agency 

Bulletin, Boston, ass. 

“Dear Mr. Putnam:—For a long time I have 
been pondering upon the situation created by 
the continual addition to the number of un- 
derwriters’ agencies. As you well know, I 
have spoken to you very seriously about the 
pressure now being imposed upon such of the 
very few large companies as have endeavored 
to assist the agents at large by refraining 
from what the agents of the geal claim to 
be prejudicial to their interests. ‘his pres- 
sure is well nigh irresistible and has been 
increased in the recent past, so far as this 
company is concerned, by action of the kind 
instituted by a very large foreign company 
hitherto opposed to the movement. 

I do not wish it to be understood that we 
offer now, or have offered at any time, any 
objection to the practices of any of our as- 
sociates in establishing underwriting agencies. 
We have the same rights if we choose to 
exercise them, and from the standpoint of the 
company it is not disagreeable to augment 
its income by the means referred to. We 
have believed, however, that we owed a dut 
to the agencies at large in doing that whic 
we have supposed they desired, and especially 
to our own representatives, than which the 
agents of no company have been more loyal. 
This sense of duty has been inspired by the 
long connections maintained with agencies, 
and with many for generations, during which 
a sentimental relation has been established of 
an extraordinary character. 3 : 

Knowing so well your own attitude on this 
uestion, it appears to me that it would be 
tting, without further delay, for you to pre- 
sent, in an editorial, the matter to your 
clients, for the purpose of eliciting the real 
sentiment of agents throughout the country. 
It seems due to the companies which have 
heen acting in the supposed interest of the 
agents to know to what extent their action 
has been, or will be, rewarded in case they 
continue to maintain their attitude of loyalty. 
In this world cordial sentiment is a feeling 
noble in itself, but yet attended with an ex- 
pectation of appreciation, and it is not un- 
natural to feel that, where manifested, it will 
surely receive its reward in some substantial 
shape. This reward may have already been 
bestowed by agents in preferences exerted in 
regard to the uality as against the quantity 
of business, aa it may be that the companies 
which have not established underwriters’ agen- 
cies have received to the full a valued recog- 
nition of the good will of their representatives. 


“What Do You Seek to Accomplish?” 
Am only influenced to address you at all 
from the clear knowledge I possess of your 
attitude as to multiple agencies and to under- 


writers’ agencies. As supposedly representing 
the views of men isteutell to be benefited by 
your labors, ought you not to ask your clients 
what they want to accomplish, and how they 
propose to do it; and in particular, after 
ascertaining the disposition of some companies 
not to do the thing they dislike, whether 
such companies ought, or ought not, to re- 
ceive especial consideration. 
HENRY W. EATON. 
Mr. Putnam, through the National 


Association of Insurance Agents, makes 


. the following reply to Mr. Eaton in the 


American Agency Bulletin: 
What Does the Agent Want? 

The Liverpool & London & Globe is one of 
the big leaders which has steadfastly supported 
the agents’ association in its opposition to 
multiple agencies. Manager Eaton’s letter puts 
the matter so directly up to agents that they 
must answer. 

The first and best instinct of an “L, & L. 
. G.” agent is to oppose an underwriters’ 
agency for the company. He doesn’t want the 
“ie a ies G.” represented in any other 
agency, under whatever guise or title. Then 
why should an “L. & L. & G.” agent accept 
the underwriters’ agency of any other com- 
pany? If he does, why should the Liver- 
pool & London & Globe continue in his 
agency? 

Fair play would dictate that the “L. & L. 
& G,.” agent should not only say “Nay, nay” 
to the underwriters’ agency, but give the 
Liverpool] and other loyal companies the in- 
creased business which he might be tempted 
to give the underwriters’ agency. To what ex- 
tent are they doing it? 

Great Pressure on the Aetna 

As to the action of the Aetna, pressure upon 
the company undoubtedly has been very great. 
It sees other great rival companies extending 
their business and building up premium income 
by means of dual representation through un- 
derwriters’ agencies. The contest for Tender. 
ship between big’ companies is the chief cause 
for existing demoralization in the agency 
business. 

The Aetna has a right to establish an under- 
writers’ agency. It says it will do so wherever 
legal. Agents have a right to refuse the repre- 
sentation of any company and to adopt local 
rules preventing the establishing of dual or 
underwriters’ agencies in any locality. The 
States have a right to prohibit the operation 
of underwriters’ agencies, and insurance de- 
partments have a right by ruling to prohibit 
them. Have they not also a duty? 

Stand of National Association 

In 1911 the National Association declared 
that underwriters’ agencies were dual agencies 
of the parent company. At the Indianapolis 
convention in 1915 it Todieente 

“In view of the substantial progress made 
toward the elimination of underwriters’ an- 
nexes, we desire especially to record our ap- 
preciation of the stand taken by a majority 
of companies in steadfastly refusing to oper- 
ate these annexes and to urge upon our mem- 
bers more marked preference in placing their 
business with these companies. 

“Secondly, we record our appreciation of the 
Continental, Fidelity-Phenix and Sun Fire 
Office in  superseding their underwriters’ 
agencies by duly incorporated and capitalized 
companies, and feel that we should particularly 
thank the Continental and Fidelity-Phenix for 
their leadership in this matter, at the same 
time expressing the hope that all underwriters’ 
agencies will at an early date take steps 
toward incorporation, 

“We call upon agents to continue their ef- 
forts for sole agency representation and we 
pledge the continued support of this organiza- 
tion to local rules for agency limitation.” 

What prevents all agents from continuing and 


emphasizing their preference for companies 
which have refrained from operating under- 
writers’ agencies? What prevents all local 


boards adopting rules promoting dual repre- 
sentation by underwriters’ agencies? 





EXPENSIVE PRINTING 


New Forms, Clauses, Etc., Necessitated 
By Pennsylvania Fire Insurance 
Rating Law 





Companies are swamped this week 
ty letters from agents about the new 
Pennsylvania Fire Insurance Laws. 
Ove troublesome feature of the new 
law is that there is required long 
primer, or ten point type, not only for 
pelicy forms but for all clauses, riders, 
etc. Long primer is a specimen of type 
that has not been used generally for 
years, and the new law will require a 
ccmplete reprinting at a considerable 
expense. 





POSITION WANTED 


By young man, eighteen years in fire 
insurance. Field work preferred. First- 
class references. 

Address “J.” 
The Eastern Underwriter, 
105 William Street, New York, N. Y. 














our Special Agent will prove of assist- ©. 
ance. He comes from a Company — 
whose transactions have always been 
_ conspicuously honorable—a Company — 
whose PASTis attested by itsrecordat) 
» ” Salem; whose PRESENT is vouched by 
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OPPORTUNITY ENTERS WHEN THE 
NATIONAL UNION SPECIAL AGENT CALLS 
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HAMILTON & CO. INCORPORATE 


First Boston Agency to Do So Under 
New Law—List of Companies 
Represented 
The first Boston insurance agency to 
incorporate under the law _ recently 
enacted by the Massachusetts legis- 
lature permitting insurance agencies to 
incorporate their business is the firm 
cf William A. Hamilton & Co., of Bos- 

ton and New York. 

Mr. Hamilton has built up a large 
business within the last few years and 
surrounded himself with a number of 
strong capable young men who have 
made their influence felt. Mr. Hamilton 
in recent years has been spending most 
ef his time in New York City. The 
companies represented in the agency 
are the Orient, English-American Un- 
derwriters, Nationale of Paris, Ocean 
Accident, Guarantee Co. of North Amer- 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$454,914.61 
112,682.34 
250,000.00 
66,502.59 


OPERATING ON A CONSERVATIVE BASIS 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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ica, and the United States Guarantee; 
avd the Marine of London and London 
Assurance (marine), as well as the 
marine department of the Providence- 
Washington. 

SCHOEN WITH LOCAL AGENCY 

Charles J. Schoen, for many years 
connected with the Royal Insurance 
Company, Limited, in the New York 
agency division will during the present 
month associate himself with the 
agency of Blauvelt & Morrell, Inc., at 
Nyack, Rockland Co., N. Y. 

REPORTING WRITINGS 

The sub-committee, having in charge 
the question of how writings are to be 
reported to the Actuarial Bureau of the 
National Board of Fire Underwriters, 


will soon make its report. The sub- 
committee consists of Messrs. Smith, 
National; Lopez, Continental; Moore, 


Home. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$173,450.20 


42,774.55 


IN A LIMITED 
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NATIONAL BOARD’S 50 YEARS 


HOW AND WHY IT STARTED 





Began as a Rate Making Organization 
Because of Tremendous Fire Waste 
—Its History 





The National Board of Fire Under- 
writers is fifty years old. As the larg- 
est organization in fire insurance—one 
hundred and thirty companies are mem- 
bers—its history is of interest to all 
students of the business. 

The National Board had its beginnings 
in 1865 on November 1 in the rooms of 
the New York Board of Fire Insurance 
Companies, Allen O. Peck, of Provi- 
dence, being elected president; T. C. 
Allyn, of Hartford, vice-president; and 
Henry A. Oakley, of New York City, sec- 


retary. On the roll call it was recorded 
that 31 New York companies, 3 New 
York State companies, 8 Connecticut 
companies, 4 Rhode Island companies, 
2 Massachusetts companies, 2 Pennsyl- 
vania companies, and 1 South Carolina 
company were represented. 

On motion the representatives of the 
Travelers of Hartford and the Acciden- 
tal Insurance Co., of New York City, 
“were admitted to seats in the conven- 
tion.” 

First Preamble 

The preamble and resolutions were 
offered by President Heald of the Home 
Insurance Co., of New York. In part 
they follow: 

In view of the legislative restric- 
tions and burdens imposed upon in- 
surance companies doing business 
in States other than their own by 
several of the States that have al- 
ready passed laws on the subject, 
and of the impolicy and danger in- 
volved in such legislation, and, in 
order to remove as far as practic- 
able all State barriers and obstruc- 
tions to the proper prosecution of 
our business, and the full enjoy- 
ment of all the rights of free and 
unobstructed trade and commerce 
between the citizens and corpora- 
tions of different States in the Fed- 
eral Union; therefore, be it resolv- 
ed, that Congress, at its next ses- 
sion, be memorialized to consider 
and enact such laws as shall essen- 
tially nationalize the business of in- 
surance in al] the States of the 
Union and guarantee to all insur- 
ance companies, complying with 
such wholesome laws as may be ap- 
proved by Congress, the rights and 
privileges of doing business in all 
the States on a basis of entire 
equality with the local institutions 
of such States. 

It goes without saying that the wish 
embodied in the resolution was futile, 
while at the present time a number of 
company officials are opposed to Feder- 
al supervision. Among the other early 
resolutions was one inviting the co-op- 
eration of life, accident and marine 
companies, 

Business Unprofitable 

The first important committee of the 
early convention was appointed to con- 
fer with the insurance companies of 
the United States “with regard to mat- 
ters pertaining to their general inter- 
ests and mutual benefits as fire under- 
writers.” The idea was to unite upon 
a common plan for the inauguration of 
measures to provide a more adequate 
rate of premium and “more uniformity 
in the allowance of commissions to 
agents and brokers.” The cry was that 
there was no profit in the fire insur- 
ance business, which has been heard 
often since. “The year 1865 was so pro- 
lific of losses that while careless, in- 
different or reckless underwriting car- 
ried with its disaster and ruin, the 
most cautious and conservative under- 
writers were harely able to stem 
the current ana «eep the capital of the 
companies they represented intact.” 
On this committee were BE. W. Crowell, 


Phoenix of New York; D. A. Heald, 
Home; George T. Hope, Continental. 

On July 7, 1866, a call was issued to 
the insurance companies of the United 
States for a convention, which was 
held in the rooms of the New York 
Board of Fire. Underwriters on July 18, 
1566." At this meeting the National 
Board of Fire Underwriters was form- 
ed after the adoption of a preamble 
calling attention to heavy losses and 
lew rates and the necessity for co- 
operation. The original constitution 
began as follows: 

Constitution 

This association shall be known as 
the National Board of Fire Underwrit- 
ers. Any insurance company of the 
United States, or any agency of a for- 
eign company may become a member 
by subscribing to these articles of asso- 
ciation. 

The objects and purposes of this 
Board are declared to be as follows: 


1. To establish and maintain as far 
as practicable a system of uniform 
rates of premium, 

2. To establish and maintain a uni- 
form rate of compensation to agents 
and brokers. 

3. To repress incendiarism and arson 
by combining in suitable measures for 
the apprehension, conviction and pun- 
ishment of criminals engaged in this 
nefarious business. 

4. To devise and give effect to meas- 
ures for the protection of our common 
interests and the promotion of general 
prosperity. 

The first president was James Mc- 
Lean, president of the National Board 
oy Fire Underwriters; vice-president, 
Timothy C. Allyn, Hartford Insurance 
Co.; secretary, Frank W. Ballard; New 
York Board of Fire Underwriters; 
treasurer, J. S. Parrish, Atlantic Insur- 
ance Co., Providence. 

One of the first resolutions provided 
that 10 per cent. be the maximum com- 
mission allowed to a broker or agent 
for dwelling houses and barns, and no 
more than 15 per cent. for other busi- 
ness. 

Another resolution that will sound 
slrange to modern ears was this: “Re- 
solved, that the practice of writing 
policies on merchandise for a term of 
years is a most pernicious practice and 
should be discontinued by every sound 
underwriter.” 

Another one of the early resolutions 
recommended that all large cities have 
local boards or compacts. 

A committee on form of policy was 
one of the first instituted. 


Present Activities 
The report of the first annual meet- 


‘ing of the National Board of Fire Un- 


derwriters took up twenty pages. The 
report of the forty-ninth annual meet- 
ing in May, 1915, took up 124 pages. 
This in a way tells the story of the 
National Board’s multitudinous activi- 
ties. When the National Board decided 
to drop consideration of rates and com- 
missions there were many other sub- 
jects of importance waiting to be taken 
up. These are outlined in the follow- 
ing committee names: Committees on 
Finance, on Laws, on Incendiarism and 
Arson, on Statistics and Origin of 
Fires, on Fire Prevention, on Lighting, 
Heating and Engineering Standards, 
cu Adjustments, on Clauses: and Forms, 
on Membership, on Actuarial Bureau. 
The National Board is the most effect- 
ive and powerful agent in keeping 
down the fire loss. 

The present officers are: E. G. Rich- 
ards, president; R. M. Bissell, vice- 
president; C. J. Holman, treasurer; 
Kdgar J. Haynes, secretary; W. E. 
Mallalieu, general manager. 





MUNNS JOINS DAY 

William H. A. Munns has resigned 
as special agent in Eastern New York 
for the Phoenix of Hartford and the 
Equitable in order to join Warren E. 
Day, of Syracuse in the Warren E. Day 
Co. Mr. Munnsg has had twenty years’ 
experience in fire insurance, and Mr, 
Day is a well-known local agent. 





Capacity For Local Agents 
You can use our capacity as your own to take care of additional business 


beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. 1615 California St. 14 Superior St. Nicollet Ave. 
NEW YORE DENVER bbrura MINNEAPOLIS 
Ford Bld 17 St. John St. 23 Leadenhall St. 

DETROI MONTREAL LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 








LOGUE BROTHERS & CoO. 


307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CoO. 








E. F. FLINDELL 
123 William Street Telephone John 2330 New York City 


Business Bound saeemnens s 4 United States and Canada 


The Scottish Union and National Insurance Company 








WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 
Re-Insurance in All Branches 











SCHAEFER & SHEVLIN 
2 LIBERTY STREET GENERAL AGENTS NEW YORK, ¥. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John 2314 








EDWARD GAMBEL 


INSURANCE AGENCY 
Telephone: Joha 3189 NEW YORK CITY 


Representing 
THE ARLINGTON FIRE THE ARIZONA FIRE 
Washington, D. C. Phoenix, Ariz. 
SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 


37-36 LIBERTY STREET 








Firemen’s Insurance Co. Newark, N. J. 


Statement January 1, 1915 
Ce CIE. bse ewdiedoesscctereveseses;ce See 


Re-Insurance Reserve ....... ihe 2,922,524.02 
Reserve for Unpaid Losses and ‘All “Other Liabilities * 450,413.57 
EE od arash eb nul Gib'S Se 0.4 w See hlae 2,528,182.77 





TOTAL ASSETS ....... cece eerccccccceeecces $6,901,120.36 


During a successful record of 59 years this Company nas paid losses exceeding 


‘$14,000,000.00 


DANIEL H. DUNHAM, President 
HN Vice-President and Treasurer A. H. HASSINGER, Secretary 
EAL BASSETT. Vice-President J. K. MELDRUM, Assistant Secretary 











A. K. BOUGHNER & CO. 
INSURANCE AGENCY 


Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 


38 Clinton Street 95 William Street 
Newark, N. J. New York City 


D. V. PROSKEY 


NEW JERSEY FIRE 
INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 
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BROKERS ACTIVITIES | 








“PROFIT” INSURANCE AND WAR 


IS A MANUFACTURING NECESSITY 








Alexander Silvey, Broker, Tells to Date 
What Conditions Make This Form 
of Insurance a Necessity 





Alexander M. Silvey, of Coe & Sil- 
vey, brokers at 100 William Street, 
New York City, has had a wide experi- 
ence with use and occupancy insurance 
and gave to The Eastern Underwriter 
this week the following outline of pres- 
ent conditions in that branch of the 
business: 

“The European war with its conse- 
quent revival of trade in neutral coun- 
tries, has brought to the United States 
« demand for various manufactured 
products, munitions of war and other 
commodities, in which the percentage 
of profit is tremendous. In order to ade- 
quately protect this profit, at least from 
physical hazards, the manufacturers 
must look to the insurance underwrit- 
ers, and this has resulted in an in- 
creasing demand for use and occupan- 
cy or “profit” insurance. The latter 
term better expresses this form of cov- 
erage, as the manufacturer is interest- 
ed chiefly in protecting profits and fixed 
charges, and interest, salaries, etc., are 
in most cases, relatively less important 
at the time of business interruption. 


“A broker or agent who would build 
up a business of this character cannot 
afford to use slip-shod methods. He 
nust familiarize himself not only with 
the exact outlay of the plant property 
by personal inspection, but in addition 
it is necessary for him to understand 
in a general way the entire manufac- 
turing operations. Certain information 
such as the following must come with- 
in the scope of his inquiries: 

“1. The ascertainment of the most 
important units of the plant. For in- 
stance, if the boiler house was dam- 
aged or destroyed, could power be ob- 
tained promptly from another plant. 

“2. It is also advisable to find out 
wnat provision, if any, has been made for 
replacement of raw material, machin- 
ery, machinery parts, etc., in the event 
of a disaster. Could the replacement be 
made promptly? At the present time it 
is most difficult to secure machinery 
ot any description within a reasonable 
length of time. This is due not only 
to the limited supply, but also to the 
dciay in transit on account of the em- 
bargoes effective on the various rail- 
roads, made necessary by’ general 
freight congestion. 

“3. The distribution of a possible loss 
of profit is important. Would the great- 
er loss come from the interruption of 
the manufacturing operations or by the 
destruction of the finished stock in the 
s‘orehouse, awaiting shipment on con- 
tract? 

“The foregoing are but a few of the 
peints which should suggest themselves 


to the broker who would protect his 
clients’ interests in an intelligent and 
efficient manner. He must also find 
out which hazards are most prevalent 
at each plant—no two are alike. First, 
taere are the inherent hazards of the 
business which, in most cases, are from 
fire; except in powder, loading, fuse 
plants, ete., where the hazard of ex- 
plesion is of course important. It is 
unnecessary to also call attention to 
the acts of conspirators, both inside 
and outside the factories, as recent 
events have made this feature only 
tco evident. In addition to the above, 
interruptions of business may occur 
from the breaking down of machinery, 
boiler and fly-wheel explosions, etc., 
and these probabilities must also be 
considered.” 
* *~ * 


C. P. Stewart on Marine 
Developments 

In the New York Times’ annual re- 
view of the year, Cecil P. Stewart, of 
Frank B. Hall & Co., wrote the follow- 
ing marine insurance company review 
of the year: 

The year 1915 closes with little 
change from the conditions existing at 
the end of 1914. Two more fire insur- 
ance companies have actually begun 
the acceptance of ocean marine busi- 
ness, but neither of them is an import- 
ant addition to the market. Several 
other smaller fire insurance companies 
are taking re-insurances from an estab- 
lished marine agency office and others 
have taken steps to amend their char- 
ters with the object of commencing the 
underwriting of marine risks. 

A conservative estimate by a leading 
underwriter places the amount of busi- 
ness which is being declined at five 
times the amount which is being writ- 
ten. Undoubtedly some of the risks 
declined would be refused anyway, but 
at least three times the business which 
is being written would be accepted by 
the leading underwriting offices in New 
Ycerk if their facilities were large 
enough. The volume of premiums on 
American business sent to unadmitted 
foreign underwriters (principally, of 
course, British), is very large. 

The Government Bureau of War Risk 
Insurance was active when cotton was 
being shipped to Germany, but during 
the last half of the year has so re- 
duced its protection and increased its 
efforts to avoid involving the Govern- 
raent in any unneutral venture, real or 
apparent, that it is no longer import- 
ant. May not its efforts to avoid in- 
vcelving the Government in any possible 
dispute with a foreign power be used 
as an illustration of what would hap- 
pen to Government-owned ships as 
well? 


Insurance 


Mr. Driscoll’s Book 


In the coming legislature bills will 
be introduced by Senator George W. 
Simpson and Assemblyman W. T. Simp- 
son for the purpose of doing away with 
the practice of the Metropolitan Life in 
having insurance on mortgaged prop- 
erty placed with a firm of favored bro- 
kers. This is a continuation of the 
fight of the Fire Brokers’ Association of 

















THE 


Continental (Fire) Insurance Company 


The Strongest American Company 


Home Office, 


Western Office, 





80 MAIDEN LANE, NEW YORK 


332 SO. LASALLE ST., CHICAGO 


HENRY EVANS, President, 80 Maiden Lane, New York 





|| Fidelity-Phenix Fire Insurance Company 


An active supporter of the 
American Agency System 








Western Office, 
137 SO. LASALLE ST., CHICAGO 





Home Office, 
80 MAIDEN LANE, NEW YORK 


New York for the passage of the Simp- 
son bill. 

The fight was started by Dennis F. 
Driscoll, a New York broker, who has 
now made an epic of the details of this 
legislation by publishing “History of 
Simpson Insurance Bill No. 681.” It 
makes a book of seventy-eight pages, 
and contains all the references to the 
historic struggle printed by daily and 
weekly papers. Whether or not Mr. 
Driscoll and the Fire Brokers’ Associa- 
tion of New York ultimately win this 
fight, there is no doubt of one thing, 
ard that is that Mr. Driscoll is the best 
press agent in insurance. No insurance 
man has ever secured as much publi- 
city as he did in this propaganda, and 
from the best papers in the town, too. 





GRADE A RISK BURNS 





Reports on Wm. F. Taubel, Inc., Fire, 
Awaited With Interest 
—$1,005,000 Insurance 





Underwriters were surprised this week 
te learn of the large loss on building 
No. 10 of the Wm. F. Taubel, Inc., 
manufacturers of hosiery at Riverside, 
N. J., just outside of Philadelphia. 

The Stoney Bureau reported by tele- 
gram on Wednesday that only one 
Luilding is involved, and the second, 
third and fourth floors are burned. On 
the entire risk $1,005,000 insurance was 
carried, and there was also some 
sprinkler leakage insurance. This was 
known as a Grade A insurance risk. 
Further reports are being awaited with 
interest. 

The General Fire Extinguisher Co., of 
Providence, has organized a gas-heat- 
ing department. 





Edwin A. Wigley has resigned as 
steward of the Norwich (Conn.) Golf 
Club to go with the Prudential as an 
agent. 





NEW SPECIAL AGENT 





W. E. Cooper with Phoenix of London 
in Suburban Territory—Metropoli- 
tan Business Increasing 





W. E. Cooper, for some years with 
the Niagara, has been appointed spe- 
cial agent in the suburban territory for 
the Phoenix of London. 

As has already been announced, J. EB. 
Curtis, in charge of the Sprinkled 
Risk Department, is also in charge of 
the Metropolitan territory, while W. B. 
Lutz, formerly with the New Jersey 
Fire Insurance Company, is_ special 
agent in Eastern New York. The busi- 
ness for the Phoenix of London is 
growing rapidly, particularly in the 
metropolitan district. 





General Agent Harris, of the Newark 
Fire in Richmond, Va., is visiting the 
home office. 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 








ORGANIZED 1859 


Statement, January 1, 1915 


Cash Capital ...... $1,000,000.00 
ee ee eee 7,284,654.80 
Net Surplus ....... 2,486,142.59 
Surplus for Policy 

a aera ee 3,486,142.59 





HEAD OFFICE: 
Cor. William and Cedar Streets 








TWO HUNDRED AND SIXTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH; 
54 Pine Street - New York 
WESTERN DEPARTMENT; 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT; 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 
January 1, 1915 


BOER: 6s sicniedacwsessessesseeeeed $2,543,973-35 
Surplus in U. S. .....cccccccccees 1,076,347.75 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 











CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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FIRE INSURANCE COMPANY ! 


Incorporatea to meet the wishes 
of American Agents and take 
over the business of the Fidelity 
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NEW JERSEY NOTES 
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FIREMEN’S ACQUIRES 
MECHANICS CONTROL 


SURPLUS AND CAPITAL WILL BE 
INCREASED 








D. H. Dunham To Be President—Neal 
Bassett and John Kay Vice- 
Presidents 





The control of the Mechanics Insur- 
ance Company, of Philadelphia, organ- 
ized in 1854 and highly esteemed every- 
where, has been acquired by the Fire- 
men’s of Newark. It is announced that 
the Mechanics will be continued, that 
its capital and surplus will be largely 
increased, and that its underwriting 
methods broadened to conform with the 
aggressive and liberal policy of the 
Firemen’s. President Daniel H, Dun- 
ham, of the Firemen’s, will be elected 
president of the Mechanics, and Vice- 
Presidents Neal Bassett and John Kay, 
of the Firemen’s, will be elected vice- 
presidents of the Mechanics. 


Good News to Agents 


The Firemen’s has been a successful 
company from the start and has paid 
large dividends. Organized in 1855 it 
has steadily progressed until it has 
rolled up assets of more than $7,000,000 
and a net surplus in excess of $2,500,- 
000. There will be considerable satis- 
faction that the Mechanics has gone 
under the control of a company of the 
standing and prestige of the Firemen’s 
instead of re-insuring or retiring, There 
have been rumors about the sale of the 
company for some time, and the defin- 
ite announcement that the company is 
to be continued, eniarged and will op- 
erate under the auspices of the Fire- 
men’s is welcome to agents. Regard- 
ing the Western general agents of the 
company a statement issued on Wed- 
nesday of this week follows: 

It will also be pleasant news to the many 
agents of the company that the change in 
control has the hearty endorsement of the 
officers and the Western general agents, Messrs. 
Herrick and Auerbach. In fact, Messrs. Her- 
rick and Auerbach have been largely instru- 
mental in bringing about the change and we 
are safe in saying that had it not been for 
their efforts the deal would not have taken 
place. 

While relinquishing the Mechanics General 
Agency in order that the Western business 
of that company may be reported to the Fire- 
men’s Western Department (an _ obviously 
necessary move), Messrs. Herrick and Auer- 
bach retain their Chicago agency and under 
the broader policy the Mechanics will now 
adopt, will largely increase its Chicago pre- 
miums and its importance as a factor in_ the 
insurance affairs of that City. Messrs. Her- 
rick & Auerbach have been so successful in 
their past conduct of the Mechanics Western 
General Agency, that it is fitting that their 
efforts should be so properly recognized, 

It is proper to say that the change in the 
Western management of the Mechanics in no 
way affects the Herrick and Auerbach Gen- 
eral Agency plant, other than the purchase of 
the Mechanics interests by the Firemens, The 
General Agency of Herrick & Auerbach will 
be continued with the remaining companies in 
their Department in the same manner as 
heretofore. 





QUESTION TAX IN NEW JERSEY 





Wisconsin Companies Object to Levy 
of New Jersey Insurance 
Department 





The Concordia, Northwestern Nation- 
al and Milwaukee Mechanics fire insur- 
ance companies of Wisconsin have reg- 
istered a complaint with the New Jer- 
sey Insurance Department against the 
interpretation placed by the Depart- 
ment on the New Jersey law regard- 
ing the taxing of fire insurance compa- 
nies, According to the New Jersey 
Department, these companies, which 
are the only Wisconsin companies 
operating in New Jersey, owe taxes for 
several years past, which the depart- 
ment sought to collect as of January 
1, 1916. The companies claim to have 
paid the taxes prescribed by law. 

The reason for the dispute between 
the Wisconsin companies and the New 


Jersey Department is the diversity in 
the basis of taxation in the New Jersey 
law and in the Wisconsin law. New 
Jersey taxes the gross premiums re- 
ceived, less the returned premiums and 
premiums paid for re-insurance at the 
rate of 2 per cent. 

Wisconsin, however, taxes the re-in- 
surance premiums, and in addition the 
Wisconsin law provides for a tax which 
gees for the support of the fire depart- 
ment. 

In reckoning the taxes to be levied 
on the Wisconsin companies, the New 
Jersey Department computed the 
amount under the laws of both States 
and charged the larger of the two, 
using as its authority for this action, 
the reciprocal law of New Jersey, simi- 
lar laws to which are existant in nearly 
every State in the Union. The com- 
panies took exception to this, claiming 
that it was unjust and that they should 
be taxed as directed by the New Jersey 
law. 

Deputy Johnson, of the New Jersey 
Department, stated to the Eastern Un- 
derwriter on Monday that an amicable 
agreement ‘between the companies and 
the department would undoubtedly be 
arrived at in the near future. 


REFERRED hives DEPARTMENT 
Controversy Over Re-insurance Con- 
tract of Eagle Fire and William 
C. Scheide & Co. 

When the Eagle Fire Insurance Com- 
peny of Newark made a contract with 
William ©. Scheide & Co., of Hartford, 
for the management of the Company, 
the New Jersey Fire Insurance Com- 
peony objected, holding it to be a viola- 
tion of the contract between it and the 
Eagle, which called for a notice of six 
months before cancellation of the said 

contract. 

The controversy between the two 
ecmpanies has been referred to the 
New Jersey Insurance Department. 

Deputy Commissioner Johnson, when 
seen by a representative of The East- 
ern Underwriter, declined to make a 
statement other than to say that he 
hoped the whole matter could be ad- 
justed without court action. 





FORM T. FRANK APPLEBY CO. 





Asbury Park Aaency  Incorporates— 
Admits Six Men to Company 
—30 Years An Agent 





T. Frank Appleby, the well-known 
Asbury Park agent, has sent out the 
following letter. 

Having completed thirty years 
in the Real Estate and Insurance 
business, I have decided to form a 
Company, known as the T. Frank 
Appleby Co., and have admitted 
into the Company the following 
persons: 

Stewart H. Appleby, William P. 
Sherman, John H. Dewis, Theodore 
F. Appleby, Joseph R. Hoffman, 
Robert EB. Mayo. 

It is not my intention to retire 
or even relax my personal atten- 
tion to the business. It has been 
my aim to serve my customers to 
the best of my ability. I am con- 
fident that the formation of our 
Company will enable us to serve 
your wants better, and at the 
same time increase our business. 


CLEVELAND NAT’L APPOINTMENT 

A. K. Boughner & Co., of Newark. 
were appointed agents of the Cleveland 
National Fire for Newark and Essex 
County last week. The Boughner 
agency now represents for that terri- 
tory the Delaware Underwriters, Peo- 
ples National, and Cleveland National 
fire insurance companies. 

The Boughner agency has been locat- 
ed in the New Jersey Fire Insurance 
Company Building in Newark for the 
past year, and on Tuesday the agency 
moved into larger quarters in the same 
building. 





MASSACHUSETTS RATE BILL 





Power to Review and Fix Rates— 
Board of Appeal to Certify 
Fairness 





Boston, Jan. 4.—A bill providing for 
a Board of Appeal to review and fix 
fire insurance rates in Massachusetts 
has been filed. The measure, which is 
an amendment to the law of 1911, prac- 
tically gives the Board of Appeal cre- 
ated by that act mandatory powers in 
the matter of insurance rates and pro- 
vides that no schedule shall become 
operative in any city or town of the 
Commonwealth until it has been certi- 
fied by the Board to be not excessive, 
uureasonable, unfair or discriminatory. 

The bill provides for a fine of $500 
for the company found violating any 
provision of this act. 


PAINT CLOTHS START FIRE 

Paint cloths and oily rags are dan- 
gerous if left about and are often the 
cause of fire. 

A Western University recently suf- 
fered a fire loss, which undoubtedly 
started from a paint cloth left in the 
pocket of a painter’s jacket or over- 
alls, which were hung in a wooden 
locker. During the night the cloth 
ignited and set fire to the locker, which 
in turn caused the loss to the paint 
slop. 

This is an example of what may hap- 
pen when paint cloths are not properly 
disposed of. 

The only safe way is to provide a 
metal can for the accommodation of 
such cloths or cloths containing oil of 
any kind. The can should be provided 
with a cover that will close itself and 
when the cloths are past their useful- 
ness they should be burned. 

This fire also shows the need of 
metal lockers, where lockers are used, 
instead of wooden lockers. As in this 
case, had metal lockers been in use the 
fire would have been confined to the 
locker. 





THE COMPANY WITH THE PYRAMID 
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POLICY HOLDERS SURPLUS $3, 200,713.78 











WILL GO WITH WHITE & ELLISON 


Henry E. Frost, underwriter for Hall 
& Henshaw, has been appointed under- 
writer for White & Ellison. Mr. Frost’s 
ecntract with Hall & Henshaw does not 
expire until February 1, but it is possi- 
ble that he may start in his new con- 
nection before that date. Mr. Frost has 
bcen with Hall & Henshaw for the past 
eight years. He started in the business 
with the German-American twenty 
years ago, and was with that Company 
for twelve years. 





The Prussian National has made the 
following appointments in West Virgi- 
nia: Charleston, J. F. Moore, A. K. 
Moore, H. C. Moore; Morgantown, H. L. 
Swisher; Milton, A. R. Field. 





The Scottish Union & National has 
appointed R. F. Morrison and I. D. 
Mason agents in Weston, W. Va. 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


FIRE INSURANCE COMPANY 


HAS A 


Cash Capital — ncccccccccccces $1_000,000.00 
OO Orr 4,585,075.59 
Cash Surplus to Policy Holders : 3706,316.03 


The real strength of an insurance com- 
pany is in the conservatism of its manage- 
ment, and the management of THE HAN- 
OVER is an absolute assurance of the 
security of its policy. 
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ASSETS 

Real Estate (Equity)............. $ 254,500.00 
BOPUNNRE DOGGE cissscscecsvancies 235,600.00 
Bonds (Market Value)............ 972,966.29 
Cash in Banks and Office........ 38,387.53 
Agents’ Balances ........ccccccece 81,266.65 
Interest and Rents Due and 

MEU . ansdacadsncegctduccadus 27,215.03 
PAM Waar AMNehSs ono cciecsccicccccs 4,692.31 
pe en eee eae $1,614,627.81 


ROBERT J. WYNNE, Pres. 
New York City Agent 
WM. SOHMER, “4 William St. 
New Yor! City 





First National Fire Insurance Company 
of the United States  ¢..:nent of Condition Dec. 31,1914 Washington, D.C. 


i LIABILITIES 
Outstanding Fire Losses.......... $ 30,278.41 
Unearned Premium Reserve...... 244,603.01 
Accrued Charges on Real Estate 18,646. 
All other Liabilities.............. 8136.78 


Capital Stock Fully Paid 00 
Capital Stock Partially 77.875 


rere 22,260.70 

ONE” “‘vowanctbucinanesa 404,407.62 
Surplus to Policyholders.......... $1,303,943.32 
OEE. Cshitavanteennniieiiesccuell $1,614,627.81 


JOHN E. ~ weeny Underwriter 


en 
FRANK ECKEL BECKER. 153 Remsen St. 
Brooklyn, N. Y. 
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NO AUTONOMY FOR ROCHESTER 


VIEW OF COMPANY OFFICIALS 








Say Tendency of Times Not to Add to 
Rate Making Machinery, Say 
Underwriters 





The circular letter of the Rochester 
Board of Fire Underwriters asking for 
rate autonomy, and printed by The 
Eastern Underwriter last week, was 
given careful consideration by insur- 
arce companies, particularly in view of 
the fact that Rochester agents are as a 
rule of a high grade and have the re- 
spect of the companies. In conversa- 
tion with company officials The East- 
ern Underwriter learns that there is so 
much opposition, however, to the grant- 
ire of their requests that the petition 
will not be granted. 


The Question of Service 


One of the underwriting managers 
has taken up the four principal points 
made by the agents, and in his opinion 
the first one is the only one that is 
pertinent. That is, alleged inability of 
Underwriters’ Association of New York 
State to furnish prompt and satisfac- 
tory service. He says if the objection 
in this respect is meritorious it should 
be corrected, which opinion is shared 
by several other underwriting man- 
agers who were seen. The Rochester 
agents call attention to the fact that 
the present rating bureau has all the 
assistance required except a _ sprink- 
lered risk department, and the neces- 
sary assistance for it. The underwrit- 
ers maintain that in their opinion the 
sprinklered risk question is _ being 
handled satisfactorily in this State, and 
they point out that the Underwriters’ 
Association of New York State has sent 
a sprinkler expert to Rochester once a 
week for some time to make inspec- 
tions. 

The second, third and fourth points 
relative to multiple agencies, brokers, 
ecc.—questions that are not in the do- 
main of the Underwriters’ Association 
of New York State. One point made 
by the companies is that the Rochester 
agents did not take up with the State 
Insurance Department the question of 
rating autonomy and the companies do 
not know whether it will be satisfac- 
tcry to the Insurance Department to 
have another rate-making organization. 
The tendency under anti-discriminatory 
laws is to have fewer rating organiza- 
ticns. Commissioner Johnson of Penn- 
sylvania has written a letter on this 
point saying that fewer the rating or- 
ganizations, the better. 


Call Present Machinery Satisfactory 


Another belief expressed by under- 
writers is that independent rate-making 
in Rochester would be followed by sim- 
ilar rate-making requests from agents 
in Albany, Syracuse and other cities. 
Ove of the underwriters seen by The 
Eastern Underwriter said: “The pres- 
ent machinery of the Underwriters’ As- 
scciation of New York State is perfect- 
ly adequate and still another rate-mak- 
ing organization in Rochester would be 
burdensome, expensive and unnecessa- 
ry. There is every disposition on our 
part, and we are sure on the part of 
other companies, to improve the ser- 
vice of the Underwriters’ Association of 
New York State wherever possible. 
There is no reason why association ser- 
vice cannot be made most acceptable. 
It is not fair to hold the New York 
State Association accountable for mul- 
tiple agency evils.” 





LARGE GAINS BY COMPANIES 





Estimated January Dividends of $750,- 
000—Comparison of Shares End 
of 1915 and 1914 
The unusual prosperity of the Hart- 
ford insurance companies can be 
gauged by a comparison with the pres- 
ent value of their stocks compared with 
the 1914 valuation, The quotations 

fcllow: 


THE EASTERN 
Valu- Valu- 
ation ation 
1915 1914 
Aetna Accident & Liability 
| ere ae 360 315 
Aetna Insurance Co....... 355 320 
Aetna Life Insurance Co.. 480 470 
Automobile Insurance Co.. 200 190 
Connecticut General Life 
Insurance CO. ....cccees 550 510 
First Re-Insurance Co..... 175 160 
Hartford Accident & In- 
gl rer 150 150 
Hartford Fire Ins. Co..... 693 660 
Hartford Life Ins. Co..... 125 105 
Hartford Steam Boiler In- 
spection & Insurance Co 525 410 
National Fire Ins. Co...... 355 330 


The Hartford Courant estimates that 
the January dividends of fire insurance 
companies will be $790,000. The Aetna 
Fire is estimated 5 per cent. quarterly; 
Hartford Fire 10 per cent. quarterly; 
National Fire 5 per cent. quarterly; 
Phoenix Fire 5 per cent. quarterly, and 
Standard Fire 4 per cent. semi-annu- 
ally. The dividend on Connecticut Fire 
Insurance Co., is estimated 5 per cent. 
quarterly instead of 4 per cent., raising 
the annual rate from 16 per cent. to 20 
per cent. All the stock of this Com- 
pany is owned by the Phoenix Fire. 
The Automobile Insurance Co., a sub- 
sidiary of the Aetna Life, is added to 
the list, and a quarterly dividend of 2 
per cent. has been declared on a capi- 
talization of $500,000. 





“KEEPING MONEY IN YONKERS” 





Daily Paper Thinks That Companies 
Are Growing Rich—$7,500 To Or- 
ganize Company 





In discussing the organization meet- 
ing of the United American Insurance 
Co., the Yonkers “Statesman,” which 
had a representative present, said: 

“The opportunity to keep Yonkers 
money in Yonkers and in circulation 
through the investment of very con- 
siderable sums was favorably dis- 
cussed also. The consensus of opinion 
was that the general sentiment in and 
about Yonkers at the present time was 
for the formation of a Company, and 
that no doubt existed that such a Com- 
pany, conservatively managed, could 
be made a profitable investment for its 
stockholders. At the present time the 
average dividends paid by the insur- 
ance companies throughout the coun- 
try are from 16 to 18 per cent., some of 
them reaching as high as 60 per cent. 
a year. Few if any of them pay less 
than 6 per cent. It developed also 
that there had been no insurance com- 
pany failures. The strict supervision 
maintained by the State Insurance De- 
partment forbids this, and through the 
policy of re-insuring there is establish- 
ed a practical guarantee against heavy 
conflagration loss. 

“The Company is to be established 
at a capitalization of $300,000, with 
$150,000 surplus. The shares are to 
be at a par value of $10, and therefore 
within reach of most’ everyone’s 
pocketbook, affording an opportunity 
to people of humble means to make 
investments, as well as those better 
situated financially. These shares will 
sell for $15.25, $10 to represent the 
capital investment, and 25 cents for in- 
cidental expenses for organization and 
preparation. On the latter point the 
organizers feel that they are offering 
an attractive proposition, since the 
cost of organizing stock companies is 
usually one of the heaviest items of ex- 
pense and causes the greatest objec- 
tion. In this case the modest sum of 
$7,500, in nowise to affect either the 
capital or the surplus, is to be levied, 
and it is expected that the work can be 
done for less than this, in which event 
the balance will be turned into the 
treasury of the Company. The organ- 
izers feel that this can be accomplished 
through the very decided sentiment 
that they already find among the citi- 
zens generally, the many requests made 
by those spoken to for stock, and the 
popular figures at which this stock can 
be secured.” 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








Assets 
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Surplus 





Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 


J. H. LENEHAN, United States Manager 
AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 


$1,439,399.53 
579,631.12 
869,768.41 





SHOULD SPECIAL MAKE RATES 


HIS ADVICE HAS MUCH VALUE 


Views of President Vreeland, of Un- 
derwriters’ Association of New 








York State. 

The status of the Special Agent of a 
fire insurance company was outlined 
in interesting fashion recently by 
President Vreeland, of the Under- 
writers’ Association of New York 


State, who said: 
“The furnishing to the Companies of 


the Association and by Bureaus of 
special inspection and town reports 
has not lessened the value of a capable 
field man to a well managed Company. 

“Although. the inspection § reports 
may fairly reflect conditions of risks 
as required by stereotyped specifica- 


tions upon which inspectors are re- 
quired to report, they deal with physi- 
cal hazard only, and must, necessarily, 
not touch upon features vitally import- 
ant to underwriting interests and con- 
vey no actually confidential informa- 
tion or individual recommendations. 


Responsibilities of Field Men 


“Therefore, granted that Bureau re- 
ports are valuable so far as they go, a 
well managed company requires re- 
ports on important risks from its in- 
dividual representative whose special 
duty it is to ascertain conditions out- 
side the jurisdiction of the Bureau In- 
spector and who is trained to pass 
upon the acceptability or undesirability 
of a risk according to that Company’s 
pelicy of underwriting. 

“So that the responsibility or useful- 
ness of the field man has not been 
materially reduced by the advent of 
the Adjustment Bureau or the greater 
scope of the inspection departments, 
but, when the Special Agent ceased his 
activities in rate making, he _ relin- 
quished a duty in which he should, in 
my judgment, be active, 

“The Companies’ travelling represen- 
tatives, equipped with broad experi- 
ence, and, possessing through the very 
character of their vocation decidedly 
important information having a _ bear- 
ing on individual rates, are the prac- 
tical men to have a voice in their 
making. 

“Now that the present system or 
rate making in this State has had 
a fair trial, I would say without criti- 
cism of, or reference to, the manner in 
which the details are being operated, 
there is a grave question as to whether 
a great improvement was accom- 
plished, if indeed it was not an error 





John C. Paige Co. 


INSURANCE 
65 Kilby St. Boston, Mass. 











Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 


GENERAL INSURANCE 
80 Maiden Lane, New York City 


Expert attention to brokerage busi- 
ness and excellent facilities for hand- 
ling insurance anywhere in the 
United States and Canada. 











in reasoning, to deprive the rating au. 
thorities entirely of the judgment, ex- 
perience and counsel of the men who 
are at a particular advantage to know 
the conditions as they are and who are 
responsible for the premium income 
and result obtained in this state. 

“Nevertheless, we now have no voice 
whatever in the matter of rates, but 
we have a voice in the conduct of other 
of the affairs of the rating association, 
the enforcement of compliance with its 
rules and the promotion of good prac- 
tice and co-operation among its mem- 
bers.” 


SUPPORT AGENTS’ PLANK 





Niagara Fire and Westchester Reaffirm 
National Association’s Principles 
Referring to Overhead Writing 





The American Agency Bulletin says 
that assurances have been received 
from the Niagara Fire and Westchester 
reaffirming their support of the princi- 
ples of the National Association. This 
completes the canvass of companies 
started in June, 1915, the third of the 
kind to be undertaken by the National 
Association in the interests of better 
practices. There has been some ques- 
tion as to the attitude of some compa- 
nies on the subject of overhead writing 
and expirations, and the canvass was 
begun to give the companies an oppor- 
tunity to declare their position. 





GETS MECHANICS AND TRADERS 


George S. King was appointed agent 
fur the Mechanics and Traders of New 
Orleans for Passaic on January 1. 
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Wants Control of Columbian National 


(Continued from page 1.) 


wished and intended to resign, he was 
selected to the board in January, 1915,” 
he said, “To enable him to qualify, I 
transferred to him twenty shares of my 
stock, taking his note for $1,000. This 
stock he resigned to me last summer 
and I returned him his note, no pay- 
ment being made by him to me. He 
then purchased at prices considerably 
bclow $30, the stock he now holds.” 
Letter to Stockholders 

In his letter to stockholders Mr. 
Ewing said: 

“Criticisms of the promotion and the 
management of the Company and your 
former officers were made last year and 
are in general terms made in the state- 
ment sent you by your present officers. 
A complete audit of the Company was 
made from the beginning, and submit- 
ted to the board in October, 1914. This 
audit being attacked and these charges 
and criticisms advanced, a complete 
and thorough examination was made of 
said audit and said charges and criti- 
cisms, by the board, on November 14, 
1914. No criticisms have ever been 
made other than those then considered. 
Mr. Welsh and J, though members of 
the board, of our own accord, did not 
sit with the other members, but retired 
from the room. After this examination 
resolutions were drawn up by Mr. Law- 
ler, now president, a copy of which re- 
solutions were sent you in January. 
They were signed by Messrs. Bowes, 
Dunn, Noud, Fritz, Campbell, O’Leary 
and O’Connor, members of the present 
board. The following is an extract 
from these resolutions: 

“*'That weare ofthe unanimous opin- 
ion that any and all of such rumors, 
charges and statements are absolutely 
without any foundation and that we 
huve been unable to discover the slight- 
est reason for any such charges or at- 
tacks upon any of the officials of this 
Company. Furthermore, that we _ be- 
lieve that the officers of this Company 
have, by honest, conscientious methods, 
endeavored to protect the interest of all 
parties concerned and that in view of 
all the facts, conditions, and circum- 
gcances surrounding or connected with 
the affairs of said Company, that we 
are unable to discover any wrongdoing 
or irregularity, but on the contrary, 
Jchn G. Ewing and M. W. Welsh are to 
be commended for their untiring efforts 
in building and establishing an excel- 
lent fire insurance plant.’ 

“A full and complete audit was after- 
wards made of the transactions arising 
out of the subscriptions to the stock of 
the Company and the handlings of the 
funds thence accruing. On April 10, 
1915, I resigned my position as trustee 
fo. the handling of said funds arising 
out of the subscription of the stock. 
There was and is nothing now agitated 
or criticised which had not then been 
gene into. There were present at the 
beard meeting Messrs. Lawler, Higgins, 
Fritz, Bowes, Campbell, Dunn, Farrell, 
Noud, O’Leary and O’Connor, now mem- 
bers. The following is an extract from 
the minutes: ‘A motion was then 
made by Mr. Lawler, seconded by Mr. 
O’Connor, and unanimously carried, 
that the report of John G. Ewing, trus- 
tce, made as of December 10, 1914, and 
as subsequently audited by Froggatt & 
Company by accepted and approved 

* * * A motion was made by Mr. 
Dunn that said resignation of Mr. 
Ewing as trustee be accepted and that 
Mr. Ewing be discharged from all lia- 
bility as trustee upon his turning over 
to the secretary and treasurer all the 
funds in his hands as shown by his re- 
port of April 10, 1915. Said resolution 
was seconded by Mr. O’Connor and 
unanimously carried.’ The funds were 
on that day turned over by me to the 
secretary and treasurer. 

“In connection with these matters, a 
committee was appointed at the Janu- 
ary meeting. It was instructed to ex- 


amine into all charges and statements 
that might be presented to it and make 


report to the board of directors within 
three months from January 25, with 
such recommendations as it saw proper 
to make. This committee made a report 
t» the board on May 10. I had request- 
ed a copy of the report. Having re- 
ceived no word on the subject, in Sep- 
tember, I demanded of Mr. Lawler, act- 
ing president, suck copy and a state- 
ment of any action the board may have 
taken. He wrote me he would lay the 
matter before the board at the October 
meeting. After that meeting he wrote 
me he had submitted my request, and 
that the board took no action, but de- 
ferred the matter to their further meet- 
ing. Although they met in December, 
they did not then comply with my re- 
quest. 

“Yet as an evidence of their impar- 
tial attitude and keen sense of justice, 
they selected as parties for whom they 
ask you to make your proxies, and who 
would thus control any action in the 
matter at your meeting in January next, 
two gentlemen of this committee, 
Messrs. Lawler and Higgins. ‘These 
two gentlemen, with a still keener re- 
gerd for the judgment and opinion of 
men, accepted and request you to au- 
thorize them to sit as final judges in a 
matter in which they appear as ac- 
cusers. 


Asks for Proxies 


“On this plan, truthful and unvar- 
nigshed statement of facts, I ask you to 
intrust me with your proxies. In case 
you come on personally to the meeting, 
that fact voids your proxy. So if you 
desire to support me sign and send me 
your proxy, even though you intend to 
be present at the meeting. If you have 
already signed a proxy you can still 
sign the enclosed and you will thus 
— the proxy you have given hereto- 
ore,” 


GROUP POLICY NEW YEAR GIFT 


Boston, Jan, 4—Just as the clock was 
on the point of striking midnight on 
the last day of the old year, the direc- 
tors of the Union Street Railway Com- 
pany, of New Bedford, decided to close 
on the proposition made by Charles 8S. 
Ashley, Jr., of the Boston Agency of the 
Aetna Life, which is in charge of W. 
T. Trull, whereby the street railway 
company took out a group policy on 
behalf of its employes. No sooner was 
the decision made than it was posted 
in the car barns as a New Year’s greet- 
ing to its employes. 

Everyone in the service of the com- 
pany from president to office boy is 
included in the scheme. In the event 
of death, any employe who has been 
on the payroll of the company continu- 
ally for one year, $250 will be paid 
beneficiary he designates. In the case 
of employes who have worked for the 
company more than two years $350 will 
be paid; between three and four years 
$450; between four and five years $550; 
between five and six years $750, and 
over six years $1,000. 

The insurance took effect as of Janu- 
ary 1 and is entirely distinct from and 
in addition to the workmen’s compen- 
sation insurance carried by the com- 
pany. 


STANDARD FORM LITIGATION 


HARD TO RECONCILE DECISIONS 








William B. Ellison on Judge-Made 
Laws—Looks for Some 
Improvement 

William B. Ellison, the New York in- 
surance lawyer, in a review of fire in- 
surance litigation for the. year pub- 
lished by a daily paper, says it is im- 
perative that legislation affecting the 
vast interests now involved in the pro- 
tection of property against loss by fire 
should be made uniform, and also that 
some final tribunal be given power to 
construe the same, The standard form, 
having legislative authority and direc- 
tion for its exclusive use, was expect- 
ed to relieve the courts of much of the 
litigation that previously crowded the 
calendars. The result anticipated has 
not been wholly realized. 


“I think the history of our jurispru- 
dence proves reasonably well that great 
statutes such as the attempted stand- 
ardizing of insurance contracts, codifi- 
cation of our laws relating to practice 
before our courts, and the many other 
tranches of tha law which our Legisla- 
tures have attempted to define and 
cecdify, instead of simplifying condi- 
tions, have resulted in an enormous 
mass of judge-made law, that is most 
difficult to reconcile with the intention 
cr spirit of the law as created by legis- 
lative enactment,” he said. “This is 
particularly so when applied to legis- 
lative-made contracts, as are involved 
in a business so vast and comprehen- 
sive in its operations as that of insur- 
ance. 


Hard to Keep Informed 


“There was a time, and that not 
many years ago, when the ordinary 
lawyer could with reasonable diligence 
keep himself reasonably well informed 
concerning legislation and judicial de- 
cisions in general; but to-day that is 
impossible; indeed, it is most difficult 
to follow and keep abreast of legisla- 
tion and the operation of the judicial 
mind concerning even the one branch 
of the law applicable to insurance. 
There are few members of the bar who, 
while in a way conversant with the law 
of life insurance or casualty or fire in- 
surance, at the same time are recog- 
nized as authorities in all three. It is 
most difficult for even the legal mind 
1o read and digest the volume of legis- 
lution and judicial construction appli- 
cable to any one of the divisions to 
which I have referred. The Legisla- 
tures and the courts so differ among 
themselves as to what is desirable in 
the first instance, and the proper con- 
struction to be placed upon the lan- 
guage used by the former, that one is 
at a loss at times to advise intelligent- 
jy upon a major portion of the various 
questions that arise and are presented 
tc counsel for advice. This condition 
promotes litigation, and should be 
remedied if possible. 


Legislation 


“Throughout the United States alone, 
the various State Legislatures have ex- 
ercised their activities along lines that 
are absolutely irreconcilable. Each 
State has its‘own department of regu- 
lation, and sometimes it suggests it- 


islative enactments that they had vied 
with one another in their efforts to 
strangle the business that they seek 
to merely regulate. The absurdities 
that have crept into the laws of the 
various States in this regard are en- 
tively beyond a review within the lim- 
its of a newspaper article, as evidenced 
by the volume upon volume of statu- 
tcry law that has emanated from the 
legislative mill. In this connection I 
think that the legislative power has 
viewed the insurance business some- 
what in the same spirit that Captain 
Kidd is reported to have looked upon 
an unarmed merchantman. : 

“That there should be a remedy for 
these conditions there can be no rea- 
sonable doubt. Will it be found in giv- 
ing to the Federal Congress the power 
to legislate for the country as a whole, 
or, as bad as they are, will the State 
Legislatures be permitted to continue 
a‘ong the lines that they have been 
pursuing? In my opinion a centraliz- 
ing of control would lead to uniform- 
ity of legislation and a greater certain- 
ty as to the obligations of the business 
tc the public. Certain it is that with 
the right of review vested in the United 
States Supreme Court over all the va- 
ricus and conflicting jurisdictions, we 
would shortly secure a uniformity of 
construction of the terms and condi- 
tions of every standardized insurance 
contract.” 





ACHENBACH ON CONTINGENTS 





Views of a Prominent Indiana Agent 
Given to The Eastern 
Underwriter 





W. N. Achenbach, of Columbus, gives 
the following as his views on contin- 
gent commissions: 

For myself, I confess that I am not 
sufficiently versed on the subject to 
intelligently state what these commis- 
sions should be, but I feel that if a 
proper adjusted flat and contingent rate 
of commission can be worked out, it 
will improve the personnel of the 
agency force of this country materially, 
for it cannot be denied that a good per 
cent. of local agents can see no fur- 
ther than the commissions they get and 
will ask their company to assume the 
liability on the most hazardous risks 
and feel agrieved if the company re- 
fuses to do so. On the other hand it 
is not entirely the fault of local agents, 
for in the scramble for business the 
companies appoint incompetent and un- 
scrupulous agents who never give a 
thought to the fire waste of this coun- 
try, in fact, some of the recent disclos- 
ures throughout the country would in- 
dicate some of these so-called agents 
are “fire bugs” instead. I would, there- 
fore, suggest that along with the fire 
prevention educational movement a 
greater care be exercised in the ap- 
pointment of local agents. 


It is also an undeniable fact that too 
many local agents take the same view 
as a good per cent. of the insuring pub- 
lic, which is—what matter does it make 
if the insurance company pays the loss. 

I feel that a 50 per cent. reduction in 
the number of fire insurance agents in 
this country would put the business on 
a higher plane and result in less tire 
waste and a better feeling between the 
insuring public and the fire insurance 
compan.es. 
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NARROWING COVER 
OF STATE FUNDS 


COURT DECISIONS THAT SHOW 
INADEQUATE PROTECTION 





Industrial Accident Commissions Show 





Partiality in Cases Against 
State Fund 
The inadequate protection of the 


State Fund, and the constant narrow- 
ing of the circle of coverage under the 
State Fund, are being emphasized by 
every batch of decisions that come 
from the Appellate Divisions and other 
courts. 


One of the principal points being em- 
phasized is that the Industrial Accident 
Commissions of various States are 
prone to show partiality in cases 
brought against their own fund. In 
other words, an injured employe has 
not near the chance of securing com- 
pensation as against an insurance com- 
pany. This works a hardship on the 
employer in that it means that nis em- 
ployes are not securing full penefit of 
the law and is apt to cause dissatisfac- 
tion amongst them. 


New York Appellate Division Cases 


Bargey vs. Massaro Macaroni Co. This 
case was recently decided by the Appel- 
late Division and held that a carpenter 
doing work in a building owned by the 
Macaroni Co. was not subject to the 
Workmen’s Compensation Act. One 
judge strongly dissents and the case 
will probably go to the Court of Ap- 
peals. No doubt the employer felt cer- 
tain that such a workman, although not 
regularly employed, would come under 
the act. 

In the case of Newman vs, Employers’ 
Liability Corporation the injured work- 
ed for a meat market whose particular 
work was driving a meat wagon and 
making deliveries. While on his way, 
on foot, delivering meat he fell on a 
pail of broken glass and died from the 
injuries, It was held that this accident 
did not arise out of the employment as 
it was the result of a risk common to 
everyone and not peculiar to the work 
itself. 

Shinnick vs. Clover Farms Co. In 
this case the employe lost part of his 
ear from the bite of a horse. He 
brought suit for damages. The employ- 
er pleaded the Workmen’s Compensa- 
tion Act and it was held that the acci- 
dent did not come under the act, be- 
cause the injury was not of a kind that 
was covered by the Compensation Act 
and, therefore, the injured was entitled 
to his common law remedy for negli- 
gence. 

Casual Employment 

One class of work which insurance in 
the State Fund would not cover would 
be what is known as “casual employ- 
ment.” Often this kind of work is done 
by inexperienced men and, therefore, 
accidents often occur which leave the 
employer open to a common law liabil- 
ity. For decisions on the class of work 
coming under this heading, see: 

Gaynor (Mass.), 104 N. E., 339. 

Cheevers (Mas3.), 106 N. E., 861. 

King (Mass.), 107 N. E., 959. 

Under a statute like the New York 
statute which simply covers certain 
“hazardous employments” the question 
continually arises as to whether the 
work going on at the time an accident 
occurs comes within one of the employ- 
ments enumerated in the statute. Al- 
though ordinarily preparation of food- 
stuffs is considered a hazardous em- 
ployment, the court held in De La Gar- 
delle vs. Hampton (N, Y.), 153 N. Y. S., 
162, that a butcher or assistant chef in 
a hotel did not fall within the Compen- 
sation Act. 

The case of Rounsaville vs, Centrai 
R. Co. decided by the Supreme Court 
of New Jersey in 94 Atl., 392, points out 
two instances when State Fund Insur- 
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ance would not afford adequate protec- 
tion; first, on account of the Federal 
Employers Liability Act and second, on 
account of the Compensation Act being 
declared extra territorial. In this case 
a' brakeman was injured on a train 
which ran between New Jersey and 
Pennsylvania. The contract of em- 
ployment was made in New Jersey. He 
was injured in Pennsylvania while on a 
train which had come from New Jersey. 
The case, therefore, falls squarely with- 
in the Federal Employer’s Liability Act, 
and there is no question but what the 
injured party would have the right to 
proceed at common law under author- 
ity given in that Act and recover dam- 
ages for the injuries sustained, if neg- 
ligence on the employer’s part, etc., 
could be proved. The court points out 
the difference between the New Jersey 
Compensation Act and the Federal Em- 
ployer’s Liability Act and practically 
admits that the liability mentioned 
above exists, The court says in part: 

The difference between the two 
kinds of legislature is illustrated in 
our Act. Section 1 is an Employ- 
er’s Liability Act, similar to the Act 
of Congress, and regulates the lia- 
bility in a common law action of 
tort. Section 2 creates and regu- 
lates the new statutory right, But 
for paragraph 8 of Section 2 there 
would have been a double recovery, 

a recovery for the tort in a common 
law action and a recovery of the 
statutory compensation by means 
of the statutory procedure, nor 
would the double recovery be ille- 
gal, however unjust it might be. 
The court then goes on to point out 
that the statute is extra territorial and 
applies even though the injury is in- 
flicted in another State. Of course, the 
Legislature of New Jersey cannot take 
away a cause of action which a party 
has who is injured in Pennsylvania. As 
to this the court says: 

We do not question that, if the 
present action were brought in 
Pennsylvania, the courts’ there 
would be justified on the authority 
of the American Radiator Co. vs. 
Rogge in holding that the statutory 
terms of the New Jersey contract 
ought not to prevail if in conflict 
with the legislation of Pennsyl- 
vania, 

An Ohio Case 

In Schuete v. Zenith Steamship Co. 
216 Fed. 566, the plaintiff was a wheel- 
ran on a vessel sailing on the Great 
Lakes and was injured while off Ohio. 
Suit was commenced for common law 
damages and plaintiff sought to take 
advantage of the Ohio Liability Act 
which removed the common law de- 
fenses and the court held that this law 
did not apply to Admiralty cases. If 
an employer’s liability act does not 
apply to Admiralty cases, it can well 
be argued that a compensation act does 
not apply to Admiralty cases. Of 
course, this question will not be 
settled until the United States Supreme 
Court passes on it but it shows one of 
the liabilities to which an insurer in a 
State Fund is exposed. That is, to pay 
according to the Admiralty Law in cases 
falling within its scope. 


Failure to Keep Proper Notice Posted 


One of the most frequent difficulties 
which an assured under the State Fund 
gets into is failing to keep proper no- 
tices posted showing that he is operat- 
ing under the Compensation Act of the 
particular state in which he is doing 
business. In those states which require 
the employer to keep notices posted 
while working under the Compensation 
Act, it often happens that the notice is 
torn down, or a man who is injured 
under circumstances making his em- 
pioyer legally liable were it not for 
the Act, claims it was torn down and 
makes it a question of fact whether or 


(Continued on page 19.) 
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How it Works Out With Accident Polli- 
cies Explained by Travelers 
Insurance Co. 

The total disability clause in the 
Travelers commercial accident policies 
reads substantially as follows: 

If such injuries wholly and con- 
tinuously disable the insured, the 
Company will pay $.......... per 
week so long as the insured lives 
and suffers total disability. 

This clause in the accident contract 
guarantees income for life when total 
disability occurs and (if the policy is of 
sufficient size) it enables a man who is 
wholly incapacitated by accidental in- 
juries to meet his obligations and those 
of his family, as if he were employed 
ac his usual occupation and receiving 
regular salary. 

Take for example, an insured who 
carries a policy of $75 a week, and 
meets with a serious injury, one which 
affects the spinal column and a result- 
ing disability of years follows. Start- 
ing from the day of his accident the 
Travelers would pay him $325 a month 
($650 if double indemnity applies) so 
long as total disability lasts. 

For a small extra premium an in- 
creasing weekly indemnity rider may 
be attached. This rider provides for a 
yearly increase in weekly indemnity 
until 50 per cent. additional is added. 
The following table illustrates on a 
monthly payment basis the value of 
the life indemnity provision with this 
ricer forming a part of the policy: 
Guaranteed Double 


Payment Ordinary Indemnity 
During the Accidents Accidents 
First year....... $325.00 per month—or $650 
Second year..... 357.50 “* - ° 715 
Third year...... 390.00 “* va = 780 
Fourth year..... 422.50 “ se - 845 
Fifth year....... 455.00 “ “x = 910 
Sixth and sub- 

sequent years. 487.50 per month—or 975 





WOULD WRITE $900,000 
The Standard Accident hopes to 
write $900,000 in its regular department 
during 1916, and it is sending to agents 
some unusually novel illustrated lite- 
rature, paving the way for the cam- 
paign. 


50TH ANNIVERSARY POLICY 
New Connecticut General Contract 
Pays $30 a Week and Gives 
Liberal Benefits 

The Connecticut General is issuing a 
fiftieth anniversary policy which pays 
$30 a week, doubling to $60 for life. 
Fixed indemnities for losses occurring 
within twelve months—not ninety days 
—are granted. Ordinary accidents, $5,- 
000; travel accidents, $15,000. 

Enlarged benefits make this policy 
exceedingly liberal. 

The annual premium is $25; quarter- 
ly premium, $6.25. 


SETTLES RATES FOR CINCINNATI 

The Plate Glass Service and Infor- 
mation Bureau sent out the following 
notice under date of December 31, 1915: 

“Referring to the resolution passed 
at the meeting on December 14, this is 
to notify you that the consent of the 
non-member companies, parties to the 
agreement, has been obtained and, 
therefore, the rate in Cincinnati, Ohio, 
is made manual less 33 1-2 per cent. ef- 
fective as to new business and renew- 
als dating and taking effect on and 
atter February 1, 1916.” 





MANUAL NEAR COMPLETION 

Manager L. G. Hodgkins, of the Mas- 
sachusetts Rating and Inspection re- 
ports that the manual with which the 
various committees have been wrest- 
ling for many weeks past is ‘iearing 
completion and that in a week or two 
it will be ready for the companies’ use. 
It has not been an easy task to weld 
the conflicting sentiments of the stock 
and mutual interests but there seems 
to be little doubt but that a compro- 
mise will be effected which will meet 
their divergent views, 





HUSSEY WITH LONDON GUAR. 

F. W. Hussey, formerly special agent 
of the London & Lancashire Indemnity, 
has gone with the London Guarantee & 
Accident as of January 1 as special 
agent of the metropolitan accident and 
health department. Mr. Hussey had 
been connected with the London & Lan- 
cashire for some time. 
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Held Stock of Four Unfortunate Co.’s. 
A meeting of creditors of the Colum- 
bus Securities Co. will be held in Cam- 
den, N. J., on January 12, in the office 
ot Referee S. Conrad Ott. The Colum- 
bus Securities Co.’s trustee reports a 
belance in his hands of $17,391. At the 
meeting there will be discussed the 
question of declaring a first dividend; 
and, also of allowing a counsel claim 
of $1,500, filed by Bleakly & Stockwell. 
The trustee has unliquidated assets in 
Lis, hands of stock of the Empire Life, of 
Washington; Empire Casualty of West 
Virginia; International Casualty of 
Washington, and Ohio Casualty Co. 

The situation with these four compa- 
nies follows: 

“The Empire Life is in the hands of a 
receiver for the purpose of liquidation. 
Its assets are slow and are being worked 
out gradually by the receivers in Wash- 
ington. The only course open to the 
trustees is to hold on to the shares of 
stock in this Company until this life in- 
surance company is liquidated. If offered 
at public auction in the open market the 
shares would |} ring little or nothing. 

“As to the Empire Casualty Company, 
it is expected to be wound up within the 
next few weeks, and a small dividend 
will be declared by the receivers of that 
Company upon the stock outstanding. 

“As to the International Casualty 
Company, the trustee has been unable 
to get any offer for this stock, and a 
thorough investigation made by him 
reveals the fact that the stock is prac- 
tically worthless. 

“As to the Ohio Casualty Company, 
this Company is inactive and the stock 
has no value.” 

+ + * 
Curbstone Part of Street 

The Georgia Supreme Court has held 
that the curbstone is a part of the 
street or roadway exempting an insur- 
ance company from liability under an 
automobile policy exempting the com- 
pany from loss caused by striking any 
portion of the roadbed. 

Plaintiff owned an automobile and 
carried an automobile insurance policy 
in the Georgia Life Insurance Compa- 
ny. The policy contained a clause ex- 
er'pting the company from loss “caused 
by striking any portion of the road- 
bed.” Plaintiff’s machine skidded, hit 
the curb and was damaged. The insur- 
auce company maintained that the poli- 
cy did not cover a loss occasioned by 
crllision with the curbstone. 

The Supreme Court held that the 
curbstone constituted a part of the 
roadbed and found for the defendant 
company. 

“If the curbstone or curbing is a part 
of the street or roadway,” says the 
ecurt, “then the plaintiff could not say 
tiat he had left the roadbed when he 
collided with the curbstone. We think 
the point that the allegations of this 
petition present an exemption from lia- 
bility under the contract of insurance 
is well taken, To our mind, a curbing 
er curbstone along a street might easi- 
ly be denominated, and is, both a ‘por- 
tion of the roadbed’ and an ‘impedi- 
ment. consequent upon the condition 
thereof,’ and both these are the excep- 
tion, and not insured against. The 
presence of a curbstone along a high- 
way indicates merely an improved or 
modernized highway. It is as much a 
part thereof as the steeple might be of 
a church, or as that extremity of a 
hcrse with which he drives away flies 
‘.n the good old summer time’ is a part 
of the horse. As was well held by the 








trial judge, the curbing may not, in all 
cases, be an actual necessity, but it is 


there, and a part thereof, just the 
same. 
“A curbstone is a_ stone placed 


against earth, brick, or stonework to 
prevent it from falling out or spread- 
irg. Century Dictionary. It would ap- 
pear, therefore, that, even if such a 
curbstone be not ‘a part of the road- 
way,’ it is necessarily an ‘impediment 
consequent upon the conditions there- 
of’ If the condition of a road or street 
requires that a curbstone be placed 
along it to prevent washing or wearing 
away, or to afford any other protec- 
tion the roadway might require on ac- 
count of the peculiar situation or con- 
dition of the road or street, can it be 
said that the curbstone, if it is an im- 
pediment at all, is not an impediment 
censequent upon the condition of the 
highway? We think not. In either 
ecse insurance against collision with 
the curbstone is accepted under the 
policy.” (Gibson v. Georgia Life Ins. 
Cc., 86 S. E. 335.) 
+ * + 
A Tip to Employers 

The advertisements of the insurance 
companies in the New Year editions of 
the daily papers were interesting. The 
Travelers started its advertisements by 
advice to employers solicited for com- 
pensation ‘business. The Company pro- 
pounds four questions for the employ- 
ers to ask, as follows: 

1. What security does the insurance 
carrier offer for the complete payment 
of claims which may extend over a 
period of years? 

2. What security does the insurance 
carrier offer for the payment of the 
full amount of claims in case of a catas- 
trophe involving large losses? 

3. What part of the company’s pre- 
mium income is devoted to serving its 
assured by means of safety engineering 
ard the proper handling of claims? 

4. Can the insurance carrier assume 
the entire risk (a) both for those em- 
ployes who are and are not covered by 
the act and (b) both the obligations 
of Workmen’s Compensation and of 
Employers’ Liability? 

* + + 
Hearsay Evidence 

The New York Law Journal prints 
an interesting editorial on hearsay evi- 
dence before Workmen’s Compensation 
Commissions. It says in part: 

“We would not even contend that 
an award must have to support it evi- 
dence that is strictly “competent” un- 
der the law of the State in which the 
commission is sitting. Our objection 
to permitting uncorroborated hearsay 
to sustain an award is, in the words of 
the Supreme Court of Michigan in 
Reck v. Wittlesberger (supra), that 
“the rule against hearsay evidence is 
more than a mere artificial technicality 
cf law; it is founded on the experience, 
common knowledge and conduct of 
mankind,” 

+ * + 
Pennsylvania Rulings 

Harrisburg, Jan. 3.—The following 
rulings have been made by the work- 
men’s compensation board: 

“A non-resident alien woman, claim- 
ing as a dependent widow, may prove 
her marriage by a State record of the 
civil marriage or the church record of 
a religious marriage.” 

In all cases in which applications for 
exemption from carrying insurance are 
made the applicants will be required to 
answer the following question: 

“Will it be your policy to discrimi- 
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The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 


This Company issues contracts as follows: 8; 
isability Insurance; Burglary, Larceny and Theft Insurance; Plate 
Insurance—Em nog deme ee ye et Injury and Prop- 
njur roperty Damage an ision), Physici 
Druggiets, Owners and Landlords, Ihiovases, Welbencels : ~ = i 


Fidelity Bonds; Surety Bonds; Accident, 


Glass 


Compensation—Steam-Boiler In- 








nate against an employe with a large 
family in favor of an unmarried em- 
ploye or an employe with a _ small 
family? 


“Will you discriminate against an 
American in favor of an alien employe? 

“Will you discriminate against a man 
cn account of his age when he is other- 
wise well qualified?” 

The following amended rulings were 
adopted by the board: 

“The notice required by _ section 
302-a, notifying the employe of the em- 


pioyer’s refusal to accept Article III, 
shall be personally served upon each 
employe by furnishing him with a copy 
of same, and informing him of its con- 
tents in a language understood by him. 


“No certified copy of any agreement 
or claim petition will be issued for the 
purpose of filing a lien, as provided for 
in section 429 of the workmen’s compen- 
sation act of 1915, where the employer 
is insured in the State fund and has 
given notice of an accident within 
seven days after its occurrence.” 
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Special Talks With Local Agents 











The Fidelity & Casualty Co. prints a 
list of companies which were in busi- 
ness in 1900, but are not transacting 





business now, either have failed, re- 
Name 
Aetna Ind., Hartford.......c.cccore Receivership 
Amer. Bond, CO. vecvccssecvecseessooecs Merged With 
Ala. FF. & Curcccccvcccvcccocsvscsoveses Discontinued. 
gage Co. . 
Amer. Life & Acc., Portland, Ore.. Re-insured 
Amer. Surety & Cas. Co........... Re-insured 
Py Bankers Surety ..ccccsccccscccegees Purchased by 
Bay State Cas. Co....c.scccccsecees Re-insured 
Ben Hur Cas. Co....ccccocccocccecs Re-insured 
British Columbia Acc. & Empl.... Retired re 















Security Cas. Co Re-insured 


Southwestern Cas. Co., San An- 

RE, SOD - cncatccciescncvesssvns Re-insured 
Sterling Acc. ‘ mee GBicnccsrseny Re-insured 
/. 2 2 Se A Serer rr Re-insured 
Union iotenaane. 650006626 e0ceesudin Re-insured 
Deen Wat, Ace, Ci vcccvesescsvesse Re-insured 
OS & 2 3: eee Dissolved . 
Daited Cac. & Gor, COicescrccsscee Merged atte 
United States Health & Accident 

Co., Saginaw, Mich..cccccocceccved Absorbed by 

‘o., Boston, 
Se Be en errr Receivership 
Western Cas. & Guar. Ins. Co..... Absorbed by 
Western Hospital & Accident..... Re-insured 


insured, merged or been dissolved. The 
names of the companies with what be- 
came of them and the date they stop- 
ped writing under their own name or 
forever follows: 


Fate Date 
SodenesscorseecsonerencosuDencesecoue Jan 9, 1911 
iy Me Mii cnstdevkdsdiscisatedneavede Jan 2, 1913 
Now operates as Bond & Mort- ee 1, 1913 
eorecussesbekebad sbbeceencensaidensaned July 23, 1914 
TETETTITTIT LITT TTT TET Dec 21, 1910 

Be es ee ree Sept. 9, 1911 
oh pinnn 0655 Cae eked tess buhenonweieeree une May 2,1910 


je tuwrEss Senkhte ender nsetinnedoenteea at March, 1915 
(eth irtidcwsntogketendeldelakewsak berks March, 1915 








Central Acc., Pittsburgh............ ee a OR. a Ie rr oee Jan. 1, 1908 
Citizens T. & G. Co., Parkersburg. Re-insured. Continued as a trust company....June 29, 1914 
Columbus Casualty Co ...- Discontinued wa 8, 1910 
Commonwealth B. & C. .. Receivership 18, 1915 
Dakota Live Stock........ .. Re-insured 22, 1915 
Empire Casualty .........06+ .. Receivership 1919 
Empire State .....ccccccccsccccvece Part reinsured; part liquidated by New YorkAug. 22, 1912 
SOROS: THARRTUIIONS © ccc osenciassnvcesansasisn 
Employers Ind., Philadelphia...... OHOOIINE sc nccesicnscotevenseconssvessexesseneuens Nov., 1913 
Enterprise — ....-cccccccccccscccccece CREED. a:s06untdcatnedeksenesensiossbeocetein June, 191! 
Equitable Cas. Co.....csceseeseesees Re- > la acedt., & hith,. plate glass & burg. May 15, 1913 
OL. \-né-cecsehatnegvaesentebeaxeenipesasagaaiews 
Equitable Surety Co., St. Louis... Merged with New England Cas. Co............ July 1, 1915 
Federal Union ......ccccccscccccceved RTUOE Novecsecccecescasasecussssosiseesasensses 1913 
Fidelity Acc. Co0....cccccccccccscocves Re PD |) caccdenesvessouni castsosugubaxsarnaswe Dec., 1912 
Pinrida Fite Be Cai ncdcccvcoccsesse DE  _  sernccennsesstadeonscosnsaqneecsuct March, 1915 
General Bond. & Cas. Co.......... Reinsured fidelity, surety, burg., and plateOct. 31, 1914 
glass risks in Lion Bonding & Surety Co., 
Omaha, Neb.; and liability risks in Common- 
wealth Bonding & Cas. Coisssccrcsecessecevese 
German Com. Acc........++ sO ciundavednanbendisoetesiaas ..April, 1914 
Globe Surety Co........ -»Purchased by Equitable Surety Nov. I, 1912 
Great Southern A. & Re-insured 1, 1912 
International Cas. ........ .. Re-insured I, 1914 
International Ind. Ins. Co.........Re-insured 19, 1914 
; Lawyers Surety Co....ccccccccccres Discontinued 7 1, 1903 
F Missouri F. & C. CO..ccscccccsccce Consolidated with So. Surety Co................ Dec 30, 1913 
4 Pentel FG Gheiascadcvsessvcoses Placed in hands of State Insurance Board ofJune 10, 1915 
Neb. Its accdt., plate glass, burg., and 
liab. business reinsured $00edeensbecvossvesesces 
National Ind. & Ins. Co., Balti 
more, Maryland .......scccscscece ESN «svn ocvnencsensscasentérdbenseecsareesees 1901 
New Orleans Cas.......sceceeceseees MOONEE cnc candccevescssadsersenseceeseeeensnes May — 31, 1915 
Pacific Surety Co.....ccccccrcsccces PONE hci nspcaccnersvncdiscypeseuseneeeceeesas July 1, 1914 
Pen. Casualty Co., Jacksonville, 
PIeIER sc cccccccecevescvcsccoceses Reinsured accdt., plate glass, and burg. risksMarch 30, 1912 
with Georgia Life Insurance Co., Macon Ga, 
Operates strictly under industrial lines...... 
Penn. Castalty Co., Gorantom, Pa:.Reimented  ccccssvcvccccccsvcesccssoveccaceecesvesa Jan. I, 1912 
Peoples Surety Co. New York Te ee eee Feb 3, 1914 
Philadelphia Cas. Co Control secured by F. & D. 1910 
Pittsburgh Cas. Co.. Purchased by National Life, .. July 3, 1912 
Republic Ind. Co.. SPENOUNE Skccxinesdscasuosnesvanunesers ..Jan., 1911 





Sesee0SredoneEsonenceeenenesieeceeeonn Dec 15, 1914 
Scnyeneaenesedannereeregeeeewssaes vous Oct I, 1912 
pevenssaesnkbeesaesSeuiiaoeeencezeel 1913 
Cee e eee reer e reser eeeeesereeesesesssees April 7, 1910 
o6eedpocessonienevevessecotesoseseescee ‘SE, 38 
Sedwoeevesceerebesonseseeedeeresesctees March, 1914 

sowswaetoeneedcpesecersenteeseyerséres Jan. 28, 1915 


Massachusetts Bonding Insurance May, 1914 
BONO svascervepeeeaecusnnsckaesnnte 
sdsubiniareneerireesabawennedanaiiaan Jan. 

Western Fob. GOicccosssccvecivees Oct, 


13, 1911 
6 1913 











JOYCE SUMS UP YEAR 





National Surety President Says Com- 
panies Are Realizing Danger of 
Contract Bond Business 





During the past year matters in the 
surety world, quite generally speaking, 
were reasonably satisfactory, notwith- 
stending the depression brought on by 
the commencement of the great Euro- 
pean conflict, said William B. Joyce, of 
the National Surety’ Co., in the New 
York Times’ review of the year. The 
cepression was more than offset by the 
unusually large volume’ of business 
traceable directly to the war, which, 
however, in turn, has been partially off- 
set by a number of losses of consider- 
able magnitude. 

Many mistakes made by the compa- 
nies in the past have been profitably 
experienced; especially in the cases of 
the few who have freely written con- 
tract bonds. The companies at present 
quite generally (there being only a few 
exceptions) are at last realizing the 
dangers of contract bond _ business, 
more especially in those communities 
Wiere companies are responsible for 
the payment of labor and materials, 
and particularly where it was held that 
the surety company is responsible for 
the payment of a loan made to a con- 
tractor by a bank, if the money was 
used directly or indirectly in the per- 
formance of the contract. A very large 
percentage of contract losses is due di- 
rectly to false financial statements, and 





oriy legislation can help us here. Bank- 
eis have secured legislation on this im- 
portant matter; why not the surety 
companies? Hundreds of thousands of 
dcllars are annually lost solely because 
of false financial statements. 

That surety companies are a neces- 
sity has been signally demonstrated, 
and that they are handling a line of 
work of great public importance, de- 
manding care and exactness in many 
important classes not found elsewhere, 
cannot be denied. The public is only 
beginning to realize the importance of 
keeping surety companies well govern- 
e. and well managed to prevent insol- 
vency, and it is showing a greater dis- 
position than ever before to talk less 
about rates and more about the securi- 
ty furnished. 





HAS THREE SONS IN ARMY 





Manager MacLean of London & Lanca- 
shire Guarantee & Accident Sup- 
ports Canadian Forces 





Alexander MacLean, former United 
States manager of the London & Lan- 
cashire Guarantee & Accident and pres- 
ent general manager of that company, 
has three sons, each of whom has 
jeined the Canadian Army and each of 
whom was connected with an insur- 
ance office. James MacLean, the old- 
est son, was connected with the Tor- 
onto office of Marsh & McLennan, Al- 
exander G. T. MacLean, the second 
son, is employed in the local office of 





Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL - - - President 


A Strong Casualty Company Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
R. R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


OF THE MOST 
APPROVED FORMS 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 


CHICAGO Resident Manager 
pA 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, —— A. Lord & Co. 
Burglary, Boiler and 45 Milk St., Boston 





Resident Managers 


Credit Insurance New England 


Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 








Nem England Equitable Jusurance Co. 
BOSTON, MASSACHUSETTS 


INCORPORATED 1901 
PAID UP CAPITAL $1,000,000 


CORWIN McDOWELL, President 
B. J. TAUSSIG, Chairman of the Board 


FIDELITY AND SURETY BONDS 
ACCIDENT AND HEALTH PLATE GLASS AND BURGLARY 
LIABILITY AND WORKMEN’S COMPENSATION 
AUTOMOBILE PROPERTY DAMAGE 
Efficient Service to Policy Holders, Agents and Brokers 














the Royal Indemnity at Toronto, while 
Mr. MacLean’s youngest son was with 


that if the employer fails to do this 
he is exposed to the common law lia- 





the local department of the London & bility. 
Lancashire. Another liability to which an em- 
ployer is exposed in some states is 
State Fund Cover that which results from violating a 


guarding statute or causing an injury 
which is considered wilfully inflicted. 
In some states this liability would not 
be covered under the Compensation 
Act. That is, it would give the injured 
party the right to elect to sue for com- 
mon law damages. 


(Continued from page 17.) 


not the notice was posted at the time 
of the injury. We know of no decision 
on this point but it is quite clear that 
under those Acts which require a 
notice to be kept continually posted, 











20 THE EASTERN UNDERWRITER January 7, 1916. 


American Central Life | A CORRESPONDENCE COURSE OF 


INSTRUCTION IN LIFE INSURANCE 











Insurance Company 











a a Among the many advantages enjoyed 
Established 1899 by representatives of The Equitable Life 

Assurance Society of the United States 

All agency contracts direct with the company | is a Correspondence Course of instruction 
dealing with the fundamentals of life 


’ underwriting and the practical side of 
HERBERT M. WOOLLEN, President field work. 


While the Regular Course of 27 Lessons 
and Official Answers are reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 


A District Agency Open in one of the Most Prosperous Sections The Equitable Life Assurance Society 


of the United States. Will Consider Applications From First- OF THE UNITED STATES 


class Men Only. 
BANKERS LIFE COMPANY P. O. Box 555 


Des Moines, Iowa New York City 








Address: 





























“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES FRED. S. JAMES & CO. GEO. W. BLOSSOM 


nited States Managers 
E. E. WAKEFIELD U s Cc. B. G. GAILLARD 
Ass’t Manager No. 123 WILLIAM STREET NEW YORK CITY Agency Supt. 
































PURELY MUTUAL THE CHARTERED 1857 


State Mutual Life Assurance Co. Northwestern Mutual Life Insurance Co. 





WORCESTER, MASSACHUSETTS MILWAUKEE, WISCONSIN 
INCORPORATED 1844 GLO. C. MARKHAM, President 
BURTON H. WRIGHT, President INSURANCE IN FORCE, $1,365,299,749 


J 1, 1915 
— SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,541 











ee < peieebes J <2 eee nis me ely i peers tipd applicants) applied for $54,587,290 of additional insurance in The 
a ee ile zs nonTnn uring 1914. 
WESTERN POLICIES are easiest to sell and stay longest in force. 

Surplus (Mase. Staadard)............. 5,508,884.06 Mortality 55.87%. Interest 4.97%. Expense 10.53%. 

INSURANCE IN FORCE .............. $179,895,636.00 AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 
Substantial gains made in all departments. It Will Pay You to Investigate 
New — a merged every oe feature. Income Insurance Before Selecting Your Company ‘‘Large Dividends” 
Increased dividend scale in which all policies share. , Write to 
Occasionally we have an opening. Cenperation Incurence H. F. NORRIS low Cont 

EDGAR C. FOWLER Partnership Insurance Superintendent of Agencies Service Policy 
Superintendent of Agencies. Milwaukee, Wisconsin 
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